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HOME OF THE 


’ ADDITION to its value as property the Home Office 

of the Illinois Life possesses an intangible worth in the 
eyes of policyholders and company representatives. It 
has a purpose and meaning which cannot be expressed 
in terms of dollars and cents. This beautiful edifice, a 
fine specimen of the architect's technique, is a monument 
to thrift and industry, a symbol of protection, and the 
physical mark of an ideal. 


ILLINOIS LIFE 


ILLINOIS LIFE 


During its years of operation the Illinois Life has gained 
and maintained areputation of which it is admittedly proud. 
Prompt payment of claims, efficient service to policy- 
holders, and fair dealing with its field representatives are 
features which have aided in the consistent, progressive 
growth of this company. 

The symmetry and strength of Illinois Life is well 
expressed by the sturdy structure pictured here. 


INSURANCE CO, 


Ilinois Life Building CHICAGO 1212 Lake Shore Drive 
RAYMOND W. STEVENS, President 
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Thirty-Fourth Year No. 36 


Missouri State’s 
Courage Shown 


Action Taken by Examiners After 
Convention Audit by 
Twelve States 


el 


ILLUMINATING REPORT 


Management Commended for Method 
of Working Out of Bad Mort- 
gage Situation 


ST. LOUIS, Sept. 4.—How a large 
and efficiently managed life company 
ourageously and systematically met 
adverse financial situation forced upon 


(Te 


it by general business depression pre- 
the 


of 


country is re- 
vealed in the the 
S examination of the Missouri State Life 


filed the 


vailing throughout 
report convention 


of this city, with Missouri 
department 

The examination, in by 
» Missouri, Tennessee, California, Idaho, 
Flowa, Montana, Oklahoma, Oregon. 
South Dakota, Texas, Utah and Wash 
ington, reveals adjusted condition as of 
Dec. 31, 1929. The last previous exam 
mation was of Dec. 31, 1927. The 
examiners comment that basically the 
s company today is in a stronger position 
than it was two years before, due to 
business-like manner in working off un- 
profitable farms, obtained through loan 
foreclosures, and because of readjusted 
investment policies. 


participated 


as 


sass 000001 


Surplus Decreases $356,897 


The examiners made revisions in 
hnancial set up, both by decreases and 
imereases. Result was $356,897 decrease 
1 surplus. Principal items charged off 
Were $74.868 mortgage interest, $1,015 
ond interest, $122,483 real estate, $19.- 
890 value of stocks and mort- 
gage loans. The company reported $3, 


$79,599 


= “45,132 surplus, but the examiners re 
— Port $2,888,235 
— ‘The examiners show that at the close 
-— ™ 1929 the company had $144,203,420 
— Se ‘ : ae Ms 
= Bross assets, including $1,079,417 non- 
admitted nd $143,124,002.33 admitted 
't had $4,000,000 capital and $2,888, 
ent te . : 
“9.02 established surplus. Many items 
larged off are being carried as non- 
admitted assets. 
The company closed the vear with 
81 999 eee one : . ~ - ° 
we 600265 Insurance in force, includ- 
wie Ohne ase @ : 
8 %-66,343,314 carried in the Interna- 
onal Life account as a result of rein 
“uring that company. Insurance in force 


'S subdivided as fo'lows $684.737.960 


ilte, $93,688 198 endowments, $90,596,970 
erm, $363,441,001 group and $301,136 
additions 

Only One Criticism 





== . 

a comet, Teport is generally favorable t 
a] im. faiy, oticers and directors. Only 
ce] fm  ~ ‘ction might be construed as seri- 
= 's cr.ticism, the fact that the company 


we 


"tag ho oe period made most of 
Co one chases through Caldwell & 
whiet went ind investment house. 
"Controls the Missouri State, and 
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Legal Section’s Program 
Has Attractive Features 





W. H. ECKERT IS IN CHARGE 
Will Have Two Days’ Gathering Dur- 
ing Week of American Life 
Convention Rally 


For 22 years the Legal Section of the 


American Life Convention has held its 
annual meeting on the two days im- 
mediately preceding the gathering of 


the main body and this year the estab- 
lished custom will be tollowed. The 
Legal Section will meet at the Stevens 
Hotel, Chicago, on Sept. 29-30 with 
Walter H. Eckert, general counsel Fed- 
eral Life, in charge as chairman. 

Following the opening remarks by Mr. 
Eckert at the first session Judge Byron 
K. Elliott, manager and general coun- 
sel American Life Convention, will give 
a “Review of Recent Life Insurance De- 
cisions.” It will be Judge Elliott's first 
formal appearance before the Legal 
Section since his election by the conven- 
tion at Cincinnati last year to his present 
position. 


Many Prominent Speakers 

Others who will appear on the pro- 
gram are Clyde C. Shoemaker, presi- 
dent Great Republic Life of Los Ange- 
les, who will discuss “Legal Effect 
Upon Right of Contest by Death of 
Insured During Contestable Period.” 
Allen May, general attorney, Missouri 
State Life, “Accidental Death: What Is 
Sufficient Proof:” A. W. Parker, asso 


ciate counsel Atlantic Life of Richmond, 
a.. “Accidental Means and Diseases” 


R. F. Baird, general counsel Lincoln Na- 
tional Life, ‘Autopsies”; E. R. Sloan, 
general counsel Bank Savings Life of 


Topeka, Kan., “Authority of 
Agents to Bind Companies”; 


Soliciting 


Ralph H. 


Kastner, attorney American Life Con- 
vention, “Legislation Insurancewise in 
1930.” 

R. B. Cousins, Jr., president San Ja 


cinto Life of Beaumont, Tex., and Judge 
Fred H. Aldrich, general counsel Amer- 
ican Life of Detroit, will also speak 
but the subjects of their addresses have 
not yet been announced. 


illied institutions. This criticism is di 
ected against what might happen 
rather than anything that has happened 
The report states: 
“In the case of 
ipparent that the 
terest in a large 


this company it is 
dominant stock in 
measure determines 
where its bond purchases are made 
Caldwell & Co. and closely allied bank- 
ing and investment houses through stock 
whership control the company’s man 


agement and during 1928 and 1929 out 
f $23,370,500 of bonds bought by the 
Missouri State Life &17,478,000 were 


purchased from these same firms 
“Your examiners consider the purchase 
f securities from investment firms 
which directly or indirectiy control the 
stock of a life insurance company a 





| 





practice in which the resultant trans- 
actions are as apt to be colored by the 


financial interest of the banking house | 
as that of the insurance company it- 
1” 
self. 





had suffered a loss through any securi- | 
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Backed for Chief 








GEORGE EF, LACKEY 

General agent, Massachusetts Mutual, 
Oklahoma City, unanimous selection of 
many leading life men of nation for elec- 
tion at Toronto as president of the Na- 
tional Association of Life Underwriters. 


tics purchased through Caldwell & Co 
and allied concerns, but rather that 
prices paid were fair and compared with 
market quotations, mm some instances 
being below the market Books and 
records of Caldwell & Co. and the Mis- 
souri State were freely opened to the 
examiners The company was compli 
mented on its selection of agents, and 
it was found no excessive commissions 


were paid. 

Perhaps the most 
the report those with in- 
vestment policies, showing how the 
company has tackled adverse conditions 
developing from the agricultural depres- 
1921-1930 and the 1929-1930 busi 
recession. True agricultural values 
net in line with realizabl the 
report comments, but examiners did not 


significant parts ol 


are dealing 


sion ot 
ness 


are values, 


insist on revaluing all mortgages. The 
Missouri State is working out tts tarm 
problem through a systematic disposi 
tion of unprofitable assets by vigorous 


trading and a sales campaign which con 
current acceptance ol 
and setting aside a _ special 
reserve for investment fund 
vear The examiners 
increase to $200,000 a 


templates losses 
sustained 
contingency 
of $100,000 
reconnmended 
vear commencing Jan. 1 


each 


Two Methods Being Used 
Che company has used effectively two 
methods of working off some unprofit 
able real estate, first, “real estate sales 


contracts,” and second, “purchase money 
loans.” Under both plans new owners 
are found for properties and the com- 
pany’s investments are gradually re 
duced. At the close of 1927 the com- 
pany had 53 real estate sales contracts 
for $504,152 in effect and Dec. 31, 1929, 
442 for $4.373.705. which were approved 
The examiners found that at the close 
1927 loans city and town proper 


ot on 


It was not shown that the company | ties were but 49 percent of all mortgage 


(CONTINUED ON PAGE 12) 
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Lackey Slated 
for Presidency 





Advisory Nominating Committee 
of Life Underwriters Announces 
Suggested Ticket 


CALLED MAN OF MOMENT 


List 
Toronto Convention Prepared 


Tentative for Consideration at 


with Great Care 


SLATE RECOMMENDED 


President—George E. 
homa City, general agent 
Mutual, 

Vice-President—Elbert E. Storer, In- 
dianapolis, manager Bankers Life, Ia. 

First Vice - President—Charles C,. 
Thompson, Seattle, manager Metropoll- 
tan. 

Second Vice-President—C,. Vivian An- 
derson, Cincinnati, agent Provident Mu- 
tual, 

Third Vice-President—George L. 
Hartford, general agent New 
Mutual. 

Secretary—Lee D. Hemingway, 
burgh, agent Connecticut Mutual, 

Treasurer—Robert L. Jones, New York 
City, general agent State Mutual, 


Lackey, Okla- 
Massachusetts 


Hunt, 
England 





Pitts- 


Che slate to be submitted at the Tor 
of the National Asso 
Underwriters an- 


onto convention 


ciation of Lite is 
nounced this week by the advisory nomi 
nating committee of that organization 
Wells, general agent of the 
Mutual New York City, 


who is chairman of the committee, states 
that 


Graham ( 


Provident mn 


this body has been “most fortu- 


this 
life 


nate’ vear in receiving suggestions 
associations and 
section of the 
the names of 
who might acceptably fill 
olheces 


from underwriters’ 
individuals from 
United States 
capable 
the 


every 
proposing 
men 
various 
Wealth 


The 


of Material Offered 


dificult problem has been to 
make selections from a wealth of fine 
material for recommendation to the 
regular nominating committee as consti- 
tuted at Toronto,” the advisory group 
states 

“In putting out a tentative line-up the 
conunittee has given careful considera 
tion to all who have been recommended 
and has made an effort to keep a proper 
geographical and company balance.” 

The committee concludes in presenting 
the slate for full consideration prior to 
the annual election, “It represents the 
best judgment of the committee to date, 
but is subject to possible alteration if 
circumstances seem to require it.” 


Veteran Leader Needed 


Importance of the business recession 
period in affairs of the National Asso- 
ciation of Life Underwriters during the 
next vear makes essential the selection 
of a veteran life man of long experience 
work and of unusually 


in organization 

well-balanced disposition, and leaders 

throughout the country believe they 
(CONTINUED ON PAGE 12) 
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Industrial Insurers’ Card 
Has Attractive Features 


DR. FISHBEIN IS SCHEDULED 


President Kendall Arranges for Appear- 
ance of Headliners in Sick and 
Accident Field 


a 

President George R. Kendall of the 
Industrial Insurers’ Conference has ar- 
ranged for what promises to be an ex- 
ceptionally valuable program, covering 
systematically the important and practi- 
cal problems of the business, for the ses- 
sions of the conference to be conducted 
at the Edgewater Beach hotel, Chicago, 
Sept. 17-19. 

The first day’s session will be occu- 
pied with numerous committee reports, 
and an address by Dr. Morris Fishbein, 
the famous editor of the “Journal” of the 
American Medical Association. Dr. 
Fishbein is a lecturer with positive opin- 
ions, interesting delivery, and a wealth 
of information. His address should be 
an important feature of the conference. 

“Bulletins and Sales Folders as a Help 
During Special Efforts” is the title of the 
address to be delivered by William J. 
Bradley, publicity manager, Home Life 
of America, while President C. A. Craig! 
of the National Life & Accident of! 
Nashville will discuss “Building an Or- 
ganization.” James F. Ramey, secre- 
tary, Washington Fidelity National, will 
discuss “Elimination of First Week Dis- 
ability” and the discussion of this topic 
will be led by A. D. Johnson, secretary, 
United of Chicago. 


Dobbs and Peebles to Talk 


“Salary Contracts vs. Commission and 
Times Contract” is the subject assigned 
to H. T. Dobbs, vice-president, Indus- 
trial Life & Health of Atlanta. F. J. 
Peebles, comptroller, Life & Casualty of 
Nashville, will address the conference on 
“Home Office Records as an Aid in 
Field Management,” while Peyton Jones, 
secretary, Bankers Life & Health of Ma- 
con, will discuss “Claim Associations.” 

“The Next Ten Years of Industrial 
Sick and Accident Business” is scheduled 
for round-table discussion during the ex- 
ecutive session, which will conclude the 
conference. 

P. L. Hay, president, Bankers Life & 
Health, will deliver the report on cre- 
dentials; H. A. Bartholomew, president, 
Continental Life of Washington, D. C., 
will report on the conference commit- 
tee; Frank J. Walker, president Ken- 
tucky Central Life & Accident, griev- 
ance committee; G. W. Mumford, secre- 
tary Home Security Life of Durham, 
N. C., secretary-treasurer; A. D. John- 
son, membership; D. W. Reed, vice- 
president Pilot Life, auditing; P. M. 
Estes, general counsel, Life & Casualty 
of Nashville, law, and W. R. Lathrop, 
secretary, Southern Life & Health, ad- 
vertising. 





Nelson Is Missouri Actuary 


C. E. Nelson of St. Louis, has been 
appointed actuary for the Missouri de- 
partment, a post made vacant when Rob- 
ert E. Daly of Kansas City resigned last 
March to go with the Illinois depart- 
ment. 

For the last five years Mr. Nelson 
has been engaged in actuarial work for 
the Missouri State Life. He is a grad- 
uate of Iowa State University, a fellow 
of the Actuarial Society of America and 
an associate of the American Institute 
of Actuaries. 


Saskatchewan Life Actuary 
REGINA, CAN., Sept. 4—H. P. 
Morrison, M.A., F.A.S., has been ap- 
pointed -actuary of the Saskatchewan 
Life of this city. He is a native of 


Scotland and a graduate of the Univer- 
sity of Aberdeen but came to Canada in 


September 











To Address Toronto Meeting 


Advertising Conference 
Shaping Up Its Prog 














CLAY HAMLIN 


Clay Hamlin, general agent of the 
Mutual Benefit Life at Buffalo, who will 
speak at the Toronto convention of the 
National Association of Life Under- 
writers, is one of the men in the busi- 
ness who has contributed much to it by 
interpreting his own ways of writing 
business so that others ¢an adapt his 
plans more or less in their work. He 
proves that large volumes of business 
can be written every year by an agent 
who will carefully select his prospects 
and then do some real constructive think- 
ing to develop simple, fundamental ideas 
which would influence these types of 
people to buy life insurance. Another 
outstanding characteristic is the sys- 
tematic movement from one prospect to 
another. He always makes each man 
that he writes a source of another lead. 
He usually tries to find a second pros- 
pect who is perhaps wealthier and more 
influential than the man closed. As a 
result of this practice Mr. Hamlin now 
confines his efforts solely to prospects 
who buy large volumes of insurance. 
Another characteristic of Mr. Hamlin 
is his insistence that if prospects are 
properly selected and fundamental ideas 
are simply presented to them, no sort 
of selling pressure will be necessary to 
complete the negotiation. Mr. Hamlin 
declares that the only time he used sell- 
ing pressure was the first year of his in- 
surance career but as a result he failed 
dismally. 


Life of 


chacterized by a personal friend as the 
“Will Rogers of life insurance. 
is what this friend says: 
man, probably more than anyone else in 
has the kind 
of sure-fire sense of humor which allows 
him to see at once the ludicrousness of 
situation and turn it to good ac- 
One instance may be recalled 
which occurred at the Kansas City con- 
At that time bequest insur- 
ance was being elaborately emphasized. 
had been devoted to 
Mr. Gilman 


the 


any 
count. 


vention. 


A whole 
this subject. 


speaker. 


Brought Down the House 


“As he got on the platform with his 
he barked at the 


Nati 


CHARLES C, 


Charles C. 


Gilman 
Vermont 


ional 


session 


hands in his pockets, 


audience as follows: 
quest insurance is great stuff but how 
many of you hodcarriers out there can 
This brought down the house 
and Mr. Gilman became the favorite of 
convention 


Everybody 


sell it?’ 


the 


tively.” 


Mr. Gilman’s witticisms are quoted all 
When asked one day, 
while speaking at a sales congress, at 


over the 


from 


country. 


agency 


association, 


GILMAN 
‘ — Some of the more prominent speak 
of the National who have accepted invitations are | 
of Boston is Howie W right, editor of “Postage 
the Mail Bag”; Walter T. Shepard, rs 
Here president Lincoln National Life; \\ 


‘Say, poys, this be- 


that 


“Charlie Gil- 


time 
realized that the discussion 
was far over the heads of 99 out of every 
100 people who had listened so atten- 


MILLER, GENERAL CHAIRM 


Some Notable Speakers Have Been 
cured for the Convention at 








Chauncey S. S. Miller, 
tor of the 


industrious 


Evans, Register Lif 
Pilot Life, 


and L. J. 
Bart Leiper, 


an active and profitable conventio; 
assured. Convention headquarters , 
be in the Schroeder hotel, 
agement has made every 
for the comfort of the 


arrange 
members, 


Prominent Speakers 


liam J. Graham, vice-president Equitd 

Life of New York, and Charles W. G 

vice-president Jefferson Standard | 
and president American 
tion. 

The conference is offering a hands 
silver cup for the best exhibit of p 
space adv ertising, posters, folders 
other advertising matter used during! 
past year. “Rough Notes” is again 


fering a bronze wall plaque and gi 
was the last silver and bronze medals for the & 
advertisements appearing jin  insura 


tradepapers since the last meeting. 
There will also be an educational 
hibit contest in which insurance 
tising material of all kinds is eligi 
Certificates of award will be giv 
those members whose entries are judg 
the best in each classification. 
Harold E, Taylor, publicity manag 
American of Newark group, and 
man of the publicity committee fort 
conference, will follow the precedent 
established at last year’s meeting 


on. 


reau in the hotel. 


Fidelity Mutual Officers on 10 











what interview he usually closed his Frank H. Sykes, vice president # 
case, he replied: “The last one.” manager of agencies, and J. R. Syis 
— in _ vice president and comptroller of # 
Fidelity Mutual Life, have gone 0! 

Life Agent Closing a Case month's tour of Pacific Coast agente 


Northwestern National Men 


Now Work for Gulf Outing 


The next agency convention of the 
Northwestern National Life of Min- 
neapolis will be a winter meeting of 
agents throughout the country at New 
Orleans and Biloxi in February or 
March, 1932, according to the announce- 
ment of President O. J. Arnold at the 
close of the company’s Atlantic City 
meeting. 

In returning to the all-company con- 
vention as contrasted with the regional 
meeting plan which has been followed 
for two years the company plans now 
to foster annual schools by individual 
agencies. 

Attendance at the three regional con- 
ventions held in August totalled about 
325. The minimum requirement for at- 
tendance at the New Orleans-Biloxi con- 
vention will be slightly higher than for 
these three regional meetings. The 
contest determinine qualification will run 
18 months beginning July 1 last. It 
will recognize not only production of 
new business but also settlement with 
the application, conservation of old 





1913 and entered life insurance work. 





business, and self improvement. 











The New 


necessity 


Pollard 
New 


ance. 


building 


last six 


policy double 
York Life. 


First, 


The Detroit 
largest August in 
ion slightly under $1,000,000. 


had the 


with product 


York City, 


Shortly 


that unusual 


Was Killed in Explosion 





for life 


of the 


blew 


months. 


business. 


agency 


indemnity 
The New York Life sees 
two important lessons in this accident. 
hazards surround 
people every minute, even in the ordi- 
nary walks of life, and second, that ade- 
quate personal life insurance should be 
had by every agent as he goes about 
his daily 


York Life relates an inci- 
dent in connection with one of its own 
agents to illustrate very graphically the 
insurance. 
Knickerbocker branch, 
went to 120 Prince 
street, where a proprietor of a printing 
office had telephoned asking that Mr. 
Pollard call and see about life 
after his arrival, 
engaged in signing up Herman Laff, 
the proprietor, a vat of chemicals in the 
up, killing Mr. 
He wrote $300,000 insurance during the 
He carried a $50,000 
the 


in 


of the Sun Life 
its history 


They 
trip and visit as many agencies as the 
time schedule will permit \ nut 

of speaking engagements have alrea 
been requested by organizations ™® 
cities they will visit. 





Morris 


Golf Featured in Novel 
Fashion by Protectiv 








=e The Protective Golf Club has b 
while . S Dentective Li 
organized by agents of Protective » 
of Birmingham. The golf club plat’ 
a combination of direct mail! and cal 


Pollard. dar advertising, and its purpose © 


interest a man in life insu by # 
pealing to his hobby or ! e 
form of recreation. Each agent be: 
nominated 100 people for n rembership ® 
the club and a tournament has bet 
started with a set of golf t 
trophy. One feature of 

a series of golf lessons 
Hagen, 
each month printed on 
calendar bearing the agent's na 
are also special letters on 

golf letterheads going out : 
home office, attempting to sell the f 
pect life insurance in terms of golt 





New 








Walt 


'y 
the lessons being sent ow ¥! 3 
th e back %? 
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illustrat ¢ 
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Milwaukee 
The annual meeting of the Insura 
Advertising Conference to be held 
Milwaukee Sept. 28-Oct. 1 promises 
be one of the best in recent yey 


publicity dire 
North British & Mer rcanti 


is proving a most gene 
chairman, and with the aid of re 
Withe, Aetna Casualty, to supervi 


activities of the fire and casualty gro 
fe, a 
trying to ou 
each other in promoting the life gro 


and the m 


Life Conve 


Cleveland of maintaining a publicity & 


will swing south on their rete 
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roup May Have 
a Life Company 






nderstood That One of the 
Large Fleets May Ex- 
pand 


0 GIVE FULL SERVICE 


indications Are That Experience of 
Aetna Life and Travelers Has 
Been Convincing 





NEW YORK, Sept. 4—One of the 
mportant movements in the east which 
ill likely come to the front during the 
inter will be the embarking into the 
fe insurance business on part of one 
f the big fire and casualty insurance fleets. 
here has been much talk concerning this 
ction. It has been hazy but events 
¢ now transpiring which indicate one 
ithe most strongly intrenched fleets 
the country and one with large finan- 
al backing will purchase a life com- 
ny and engage actively in that field. 
Experience of Two Companies 








There has been a feeling that the 
wltiple line plan has been well tried 
y the Travelers and Aetna Life. These 
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ompanies have made a big success in 
te life insurance field and have become 
utstanding in the casualty domain as 
ell as in fire insurance. They are big 
ompanies in all particulars. This has 
trved to build up a large premium in- 
me. When once started a life com- 
ny becomes a _ source of financial 
ower because of its immense reserves. 
One of the executives who is inter- 
sted in this movement stated that in 
S opinion most agencies will be sell- 
gall kinds of insurance. Many years 
go those representing fire and casualty 
mpanies had a line of demarcation 
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rawn between them. The two did not 
ix. Now there are few men that solicit 
ily fire insurance and few that handle 
ly casualty, 
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The agencies have been department- 
lized and in the big cities many havea 
ie insurance denartment. The life 
lisiness seems to be the one that offers 
If Opportunity. While fire and cas- 
ally premiums are off, it is felt that 
¢ general financial current can be 
ept going by a life insurance feeder. 

Recently the Central Manufacturers 
ire of Van Wert, O., one of the strong 
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hiddle western mutual fire groups, pa 
to the field the General Mutual Life 
be operated by the same central man- 
Rement. Che Moss brothers of New 
"leans, who operate the insurance 
+. owned by the Insurance Securi- 
’ Company of which the Union In- 
emnity is the head, purchased the 
ttroit Life, and so far as can be ascer- 
r they are counting on it as one 
The prime factors in their operations. 
e field of life insurance is grow- 
Ms. It is being solicited on a business 
Agents that are reading the 
pes ot the time appreciate the fact 
sting com reduce their effort and 
_ € their time by having fewer 

S but write all their insurance. 
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=}. is the training that the Travelers’ 
~ —— for example. Because of 
ape: lange among the three great 
= a insurance there is an oppor- 
oh or greater development. While 
nce is far removed in_ its 
poperty and selling arguments from 
ae insurance, yet the insurance 
_ & public puts all classes of pro- 
‘on together 
pate, dvelopmicats therefore in this 
: pene y it is proposed that one of 
wh een of the groups get into life 
atched uring the next year will be 
€d with interest. 
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Wysong Is Headed 


for Presidency 


C. C. Wysong, Indiana insur- 
ance commissioner, who is first 
vice-president of the National Con- 
vention of Insurance Commission- 
ers, will undoubtedly be elevated 
to the presidency at the annual 
meeting in Hartford to succeed 
Col. H. P. Dunham of Connecti- 
cut. Commissioner Wysong is 
one of the most active men in the 
organization and has taken a live- 
ly interest in its affairs. He is 
known to insurance men far and 
wide. Commissioner Read of Ok- 
lahoma will be advanced to the 
first vice-presidency, it is stated, 
he now being second vice-presi- 
dent. Ray Yenter of Iowa is 
chairman of the executive com- 
mittee. Mr. Yenter may go to 
the second vice-president’s chair 
unless it is thought advisable to 
have some eastern or southern 
commissioner in the official rank. 


Commissioner Sullivan of New 
Hampshire and Commissioner 


Boney of North Carolina are both 
being spoken of for preferential 
positions, 
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official 
agency convention at Troutdale- 
euthematieduntund Colo. 


of Agents’ Meet 


Old Faithful Club of Mutual 
Trust Life, Chicago, 
Holds Sessions 





PRESIDENT OLSON THERE 


Highly Interesting Gathering at Trout- 
dale-in-the-Pines Consummates 
Successful Year 


TROUTDALE -IN - THE - PINES, 
COLO., Sept. 4.—Members of the Old 
Faithful Club of the Mutual Trust Life 
of Chicago held their fourth annual con- 
vention for three last week. 
There 175 and their 
In order to qualify an agent 


here days 


were delegates 
families. 
must produce $4,000 in premiums which 
usually results in about $120,000 of busi- 
The agent who qualifies 
permitted to bring 


PETERSON 


attends annual 


ness or more, 


double is his wife 








Lumbermen’s Mutual Pushing 
Personal Accident Coverage 





The Lumbermen’s Mutual Casualty of 
Chicago has entered the personal acci- 
dent field in an aggressive way. It of- 
fers three new policy forms, two pro- 
viding protection against automobile ac- 
aie with fixed premiums, and a 
third a general coverage contract. The 
automobile policies carry premiums of 
$5 and $10 respectively. The $5 policy 
gives $1,000 for loss of life, $2,500 for 
loss of both eyes, both hands, both feet, 
one hand and one foot, and the $10 pol- 
icy offers $1,000 more under each item. 
Under the $10 policy a $50 monthly 
benefit is provided for five years in event 
that the assured suffers loss of both 
hands, both feet or one hand and one 
foot. Under both the $5 and $10 poli- 
cies the total disability carries $25 a 
week benefit for a maximum of 26 weeks 
and partial is covered by the $10 policy 
with an indemnity of $12.50 not exceed- 
ing four weeks. The $10 policy provides 
$20 a week hospital benefit, the $5 policy 
$15 for four weeks. 

The general accident policy is based 
on units of $1,000 principal sum protec- 
tion and $5 weekly indemnity being 
written on both male and female risks. 
The age limit runs from 18 to 60 years 
for male risks. For a small additional 
premium, male risks up to 65 years will 
be accepted. The Lumbermen’s Mutual 
offers weekly indemnity for life for total 
disability. Under the provisions for 
death and dismemberment, it is provided 
that irrespective of total disability if 
death or dismemberment occurs within 
18 weeks after the accident, the princi- 
pal sum indemnities are payable. 


State Vice Presidents 
Will Be Given a Luncheon 


State vice-presidents of the Amer- 
ican Life Convention will be the guests 
of the executive committee at a lunch- 
eon to be given at the Stevens Hotel, 
Chicago, Oct. 2, in connection with the 
annual meeting of the convention to be 
held in Chicago Oct. 1-3. The state 
vice-presidents form a very important 
group in the official organization. They 
represent the convention in their re- 
spective territory and during the past 
21 years have rendered very valuable 
service in the interest of life insurance. 
The purpose of the luncheon for the 
vice- presidents is to discuss means of 
attaining closer cooperation in various 
sections of the country for the general 


cians, 


He 


equal 


possible now, 


Government Health Senie 
Urged at Canadian Meeting 


NEW YORK, Sept. 
of government health insurance through- 
out the world was urged upon physi- 


than 1,000 British and 


he said that 


sion has not kept pace with changing 
economic conditions and that their posi- 
tion is not at all satisfactory. 
remedy as he sees it is establishment of 
government control of health and reme- 
dies through health insurance. 


Will Have Golf Tournament 


Lincoln Life of Springfield, IIl., 
man of the special committee in charge 
of this golf tournament. 


and there were 24 who did. 


Hold Interesting Sessions 
Half of each day was devoted to rec- 
reation, which resulted in large and in- 
terested audiences at the business ses- 
sions. All of the home office officials 
and the six divisional heads were pres- 


4.—I nauguration 


cians in attendance at the International | ent. The business meetings were snappy 
Conference of British Medical Associa- | and of the right length. The speakers 
tion at Winnipeg last week by Prof.| were sensible in what they said and 
W. Harvey Smith of Winnipeg, newly | their advice workable. The genera! 
elected president. Speaking to more | agents’ body, known as the Organiza- 


American physi- 
the medical profes- 


tion Club, held its session the last day. 

An ll-car special train carried the 
conventioneers from Chicago to Den- 
ver. At Omaha another carload of dele- 
gates was added. En route the coh- 
vention extra of “Mutual Trust News” 
was distributed, the work of B. N. 
Woodson, Jr., agency assistant, and 


The only 


said it would enable all doctors } contained the route of the special train 

to be paid for all cases, which is not | and a complete description of the coun- 
would give an even bal- | try through which it was passing, pic- 

ance of nursing material, and the pub-| tures of the new officers of the Old 
lic would get a better opportunity tor | Faithful Club and numerous informa- 
medical treatment. tive convention notes. It was carefully 

read. At Denver the party transferred 


to buses, and on the way to Troutdale 


The annual American Life Conven-| stopped at Lookout Mountain and Buf- 
tion golf tournament is to be staged | falo Bill’s grave. 
over the Olympia Fields Country Club - 
course near Chicago Sept. 29-30. J. Start With Dinner Meeting 
Fairlie, vice-president of the Abraham The first real convention session came 


is chair- | in the form of a dinner on Tuesday eve- 
ning, at which President Edwin A. O1 
son presided. Mr. Olson extended a few 


words of welcome. He introduced the 











Mode 





good. 





issued a book entitled “Wise Saws and 
Instances,” 
contribution to life 
It consists of more than 1,000 aphoristic 
quotations collected from three sources, 


rn 


F. Tyrrell, secreta 
committee, d 
work was published. 





under whose direction the 


new officers of the Old Faithful Club, 

Northwestern Mutual who, for the third time in the club's 
history, are all from the same city. E. 

Issues Clever Booklet A. Isaacson is the new president; John 

J. Zilis, vice-president and Albert 

The Northwestern Mutual Life has | Swanson, treasurer, all of Chicago. The 


officers are named according to produc- 


which is a novel; tion. Mr. Isaacson produced $699,000; 
insurance literature.| Mr. Zilis, $540,000, and Mr. Swanson 
$399,000. Peter Chounson of Spring 
field, Mass., who was the leader in lives 


the minutes of the company’s agents’ | written in the club year, was also intro- 
association, the annual statement bro-| duced. : ie tae 
chure sent policyholders and reports The home office official family in at- 
made by the policyholders’ examining | tendance was presented, following which 
committees. . medals for continuous service were 
The book is not intended for general| awarded. There were 11 of the five- 
public distribution, but copies have | year variety; nine 10-year, four 15-year 
been sent to other life companies, com-| and 2 in recognition of 20 years with 
missioners, the insurance press, most the company, these going to Gilbert 
prominent libraries and some leading Knudtson of Los Angeles, Pacific Coast 
newspapers. The book is full of in- {| manager, and John H. Ehn, general 
spiration for all men interested in life | agent at Hartford, Conn. 
insurance, containing gems of thought tee fone On 
and material suitable for advertising . ; : 
purposes. The compilation was by Miss| | Vice-president Carl A. Peterson was 
Elizabeth Wight, an assistant to Henry] in charge of the first morning session 


and opened the meeting with an analy- 
sis of the Mutual Trust's attractive con- 
(CONTINUED ON PAGE 16) 
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Penn Mutual Brings Forth 
Automatic Additional Plan 


VIRTUAL COMMISSION BOOST 


Use of Dividends to Purchase Approx- 
imately 20 Percent More Insurance 
Is Novel Feature 


An unusual plan which amounts to 
increasing the agent’s 50 percent graded 
commission scale to 60 percent has been 
inaugurated by the Penn Mutual. It 
is the “automatic additional” plan under 
which dividends are used to buy and 
carry an additional amount of insurance 
on which agents are paid the regular 
first year commission and renewals as 
on the original policy. 

It is explained that if for instance a 
$20,000 ordinary life policy is sold under 
this plan with, say, a $600 premium on 
which the agent is entitled to a $300 
commission, the next year the Penn 
Mutual automatically will issue approx- 
imately $4,000 additional insurance 
which will be carried by dividends and 
on which the applicant need not pay 
any extra. 

Gets Additional Commission 


The agent is entitled to the regular 
50 percent commission on this addi- 
tional, or approximately $60 extra, and 
also to nine renewals of 5 percent, the 
same as on the original amount issued. 
It is estimated that on the form used 
as an illustration the agent would re- 
ceive $90 the second year instead of 
only $30, and the third year 5 percent 
on a $720 premium instead of on only 
$600. It is estimated that this is the 
equivalent of 50 percent commission the 





one operation really makes two sales, 


the company points out, obtaining 20 
percent additional commission without 
effort. 


Agent Profits on Dividends 


“Instead of the policyholder taking 
his dividends to reduce his premium, or 
to buy paid up additions, or to accele- 
rate the security of the policy or to ac- 
cumulate the cash to his credit (out of 
none of which uses of the dividend does 
the agent receive one penny of com- 
pensation), he uses the first dividend to 
buy new life insurance at his attained 
age and the subsequent dividends he 
uses to continue the renewal premiums 
on this policy of additional insurance— 
a process from which the agent receives 
the same amount of first and renewal 
commission that he receives from mak- 
ing a sale of the same amount of in- 
surance on the same plan in the ordi- 
nary way,” it is pointed out. 


Same as Stock Dividend 


“Commercial concerns have long used 
the stock dividend as a method of pay- 
ing out profits to their stockholders in- 
stead of paying them in cash. We 
might almost refer to this plan as a 
stock dividend plan, meaning that we 
are paying the dividends in the form of 
additional life insurance instead of pay- 
ing the dividends in cash. We are de- 
claring as it were a sort of stock divi- 
dend, or if you please a dividend con- 
sisting of a life insurance policy in the 
form of a far greater return to the as- 


sured’s beneficiary than the amount of 
capital of which the dividend itself 
would consist.” 

The additional insurance is issued 


without examination one year from the 
time of taking the original policy, the 
company guaranteeing to issue this ad- 
ditional irrespective of the insured’s 
then physical condition or general in- 
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obtain under the circumstances 
be the relatively smaller amount repre- 
sented in the paid-up policy which the 
dividends would purchase. 

The additional insurance is added by 
supplementary endorsement which may 
be made at the time of issue or within 
the first policy year. If attached at 
issue or within 60 days thereafter a spe- 
cial application amendment form is the 
only thing needed and there is no re- 
quirement as to additional medical un- 
less the added amount of insurance is 
great enough to make this necessary 
under the company’s rules. 

If attached after 60 days, a special 
form of self-health certificate is required 
for additional up to $10,000, and full 
health certificate if it is over $10,000. 
The amounts of additional insurance 
purchased by first dividends on the 1930 
basis (not guaranteed) under a $10,000 
ordinary life policy, including amounts 
with waiver of premium, monthly in- 


come, and the combination, are: 
Ist Div. 


Reg. Waiver Inc. 
§ »9 
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Another Suit Filed 


The Federal Reserve Life has an- 
other receivership law suit on its hands. 
This time the case is in Shawnee county, 
Kan., the application for a receiver be- 
ing filed in Topeka last week. The suit 
was filed by John Wright, George Beig- 
ler and Ed Hossfeld of Topeka. Each 
owns five shares of the stock. The suit 
charges that the present officers have 
mismanaged the financial affairs of the 
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Fred D. Strudell, resident vice-pres. 
dent of the Inter-Southern Life wit 
headquarters at St. Louis, has becom 
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vice-president and actuary of the Hom shly be 
Life of Little Rock. He has done som jontion 
excellent work in connection with thIB peing ; 
Inter-Southern Life. For seven yearskM Not . 
was vice-president of the American Lit + Har 
of Dallas and for some time was st: ther 
tioned at Chicago in charge of th ip mal 
branch office there. sioners 

a mem 
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first year, 15 percent second year re- the company officials assert that w 
newals, 6 percent renewals for the next | surance ability. It is said he may be | company, allowed many policies to lapse | the application is actually made they y associat 
eight years and 1 percent renewal the | dangerously ill at the time and still re- | and otherwise permitted the company to | be able to make such a showing that carrying 
11th year. ceive this insurance, whereas under | become in an insolvent condition. receiver will be named by the court vention, 
The advantage is that the agent in | other plans the only insurance he could No receiver has been appointed and | the proceedings. : turing 
—EEE to the | 
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Plan Gala Week 
in New England 


Business, Too, on Card of Na- 
tional Convention of Insur- 
ance Commissioners 


TO REPORT COST PROBE 


Auto Merit Rating, Uniform Laws and 
Investments, and Financial Re- 
sponsibility Are Topics 


During the sessions of the National 
Convention of Insurance Commission- 
ers in Hartford on Sept. 8-9, public 
hearings are planned on “Merit Rating 
Plan of Insuring Automobiles” and 
“Commission Costs of Insurance.” 
These two subjects will be reported on 
by committees appointed at the last con- 
vention of the commissioners in To- 
ronto, in addition to a report of the 
committee on uniform laws and invest- 
ments. The public hearings will prob- 
ably be held the first day of the con- 
vention, with the committee reports 
being received on Tuesday. ; 

Not only are the insurance companies 
of Hartford and Connecticut and the 
ther New England states cooperating 
in making the visit of the commis- 
sioners to Hartford and New England 
a memorable occasion, but business in- 
terests in Connecticut and New Eng- 
land, chamber of commerce bodies and 
associations of agents have joined in 
carrying forward the plans for the con- 


vention. In Connecticut 12 manufac- 
turing concerns are to present souvenirs 
to the commissioners, 
200 Have Registered 

The registration list contains the 
names of nearly 200 delegates and 
guests who plan to be present for the 
sessions of the convention, with re- 


quests for registrations that are being 
received daily expected to boost this 
number considerably. The first session 
of the convention will be called to or- 
der Monday by Col. Howard P. 
Dunham, commissioner of Connecticut, 
who is president of the convention. A 
welcome to Hartford will be extended 
by Mayor Walter E. Batterson, with 
the response to be given by Clarence 
L. Wysong, Indiana commissioner. Fol- 
lowing a call of states, committees and 
the receiving of communications and re- 
ports, R. Leighton Foster, superinten- 
dent of insurance in Ontario, will make 
an address on “Laws Requiring Evi- 
cence of Financial Responsibility of 
Persons Licensed to Own and Operate 
Motor Vehicles.” The discussion of this 
address will be led by Charles D. Liv- 
ingston, commissioner in Michigan. In 
the atternoon of the opening day of the 
convention those attending its sessions 
will be welcomed to the home offices 
o the many insurance companies 
focated in Hartford. Following an auto- 
mobile tour of the city, a short celebra- 
“ion of the 65th anniversary of the Con- 
hecticut insurance department will be 
‘eld in the offices of Commissioner 
Dunham, 
me for those attending the 
will hich will be limited to 400, 
Hartford Clut Monday evening in the 
sehen oy >. iit is probable that the 
aa - = ante Senator Felix He- 
Govsmer Bee Island and Lieutenant- 
es \ogers of Connecticut, in ad- 


diti 
th 


ton to others. 
Tarver Address Postponed 


Man Nation at UNDERWRITER is in- 
mee A hat the address on taxation by 
wil ueloner W. A. Tarver of Texas 
Resort Presented at a later session. 

8 of the committees on uniform 
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Heads Claim Men 


























E. L. EARL 


E. L. Earl, superintendent of claims 
of the Sun Life of Canada, who is presi- 
dent of the International Claim Asso- 
ciation, expects an unusually large at- 
tendance at the annual meeting of that 
association at Ottawa Sept. 10-12. There 
are now nearly 200 companies that are 
members of the association, practically 
all of which will be represented, some 
by several delegates. 

Mr. Earl, who is a Canadian by birth, 
has been with the Sun Life ever since 
he started to work. His connection with 
the claim department dates from the 
termination of the war, during which he 
was in naval service. Prior to that time he 
was private secretary to the president, 
and still earlier was in the accountant’s 
and cashier's departments. He entered 
the claim department chief clerk, 
was subsequently made assistant super- 
intendent and has been superintendent 
for the past two years. He served 
chairman of the executive committee of 
the International Claim Association be- 
fore being elected president. 


as 


as 





laws and investment, merit rating plan 
of insuring automobiles, and the inves- 
tigation of commission costs of insur- 
ance will be presented on Tuesday by 
the chairmen, who are Dan C. Boney, 
commissioner of North Carolina; C. 5. 
Younger, Ohio, and Mr. Livingston. 
The closing business will consist of the 
appointment of committees and the elec- 
tion of officers. 

In the afternoon of the second day 
of the convention, in addition to visits 
to the home offices of insurance com- 
panies in Hartford, delegates and guests 
are invited to attend the two sessions 
for agents arranged by the annual Con- 
necticut Insurance Day conference. 
There also will be held during the after- 
noon an aviation program at Brainard 
Field in Hartford, and in addition to 
trips by airplane there will be a blimp 
available for carrying passengers over 
the city. On Tuesday evening the ban- 
quet of the Connecticut Insurance Day 
conference will be open to persons at- 
tending the convention of insurance 
commissioners. 

As many of the delegates and guests 
of the convention of commissioners are 
expected to arrive on Sunday, an auto- 
mobile trip to New Haven has been 
planned for that afternoon. The tour 
will include the Yale Bowl, the Hark- 
ness Memorial, and the Sterling Library. 


Tour of New England 


The tour of New England will 
start from Hartford Wednesday morn- 
ing with the first part of the trip going 
through the Berkshires in Massachus- 
etts and the Green mountains in Ver- 
mont. Luncheon will be served at the 
Long Trail Lodge on Sherburne Moun- 
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Surprising Mutual Trust Record 
Based on Hard, Faithful Labors 








By HOWARD 


No matter what a life insurance com- 
pany advertises or declares itself to be, 
its true character and make-up are 
clearly exposed when it holds an agency 
convention. This revelation of a com- 
pany’s real attributes or shortcomings 
may be unconsciously and perhaps in 
some cases even unwillingly made, but 
it is none the less illuminating. 

Anyone who understands something 
of the life insurance business can get 
an unretouched picture of a company 
by observing its officers and leading 
producers at an agency convention, 
where they are to be found relaxed, 
away from their customary surround- 
ings, and “with their guard down.” 


Mutual Trust on Parade 
I was able to get this view of the 
Mutual Trust Life of Chicago at its 


agency convention held at Troutdale-in- 
the-Pines, Colo., last week. Every home 
office executive was on hand, as well 
as the six divisional superintendents, the 
leading producers and many wives and 
families. There were assembled, in 
other words, the leading producers and 
the entire home office management of 
the company. It was the Mutual Trust 
Life on parade. 

It was a good convention, better than 
the average, but much more interesting 
than the convention itself was the op- 
portunity to get a close-up of the men 
who have built up what is today one of 
the best life companies in the United 
States, regardless of size or age. I do 
not make that statement in idle flattery 
or as a pleasant compliment. It j 


insurance men are probably not aware 
of it. 
Record Is Surprising 


Take out your Unique Manual-Digest 
or any other similar book and look up 
the company. Find out what kind of 
an institution it is from the policyhold- 
er’s standpoint, what it has to sell and 
for how much. You will be at least 
surprised, and perhaps even astonished. 
It is simply a matter of record that the 
Mutual Trust one of our best life 
companies, including any or all of the 


1s 


old eastern organizations. It is not my 
purpose here to labor that point, but 
rather to point out how the company 


has been able to perform as it has and 
does. 
To picture it briefly the Mutual Trust 


closed last year with $175,000,000 in 
force and wrote $35,000,000 in 1929. It 
will probably write $40,000,000 or bet- 
ter this year and close 1931 with over 
$200,000,000 on the books. It is not, | 
then, a large company nor a small one. 
It operates on the full level premium 
reserve basis — unusual for a middle 


western company of its size and age. 


Much from New England 


Of the $35,000,000 written last year | 
over $11,000,000 or nearly one-third, 
came from New England. No other 
company west or south of New York 


got such a large proportion of its busi- 
ness in New England last vear. The 
Mutual Trust wrote more business in 


Connecticut in 1929 than one prominent 


Hartford company over 80 years old, 
and more than almost any other com- 
pany not domiciled in New England. 


The Mutual Trust has over $36,000,000 
in force in New England. 

It must by now be plain, even 
those not particularly interested, that the 


to 


Mutual Trust is not just one among 
many middle western companies, but 
that it is, on the contrary, an institu- 


tion of quite uncommon achievements. 
I have sketched enough to give you an 
insight into the company’s actual rec- 
ord. From now on I want to concern 
myself, not with the company’s accom- 
plishments, but with the men who are 





just | 
happens to be a fact, although many life | 


J. BURRIDGE 


in charge of it and how they have been 
able to do what they have. 

After observing the company’s chief 
officers it becomes evident that in build- 
ing an agency force they have simply 
gathered together a group of men who 


are, in all the essentials, very similar 
to the executives themselves. Plain, un- 
ostentatious, but decidedly solid and 


substantial those adjectives describe 


not only the company officials, but the 
agency force as well. It is worthy of 
note that the company does not have 


even one outstanding and widely known 
agent or general agent. Its heaviest 
producer wrote only $699,000 last year, 
and if his name were to be mentioned 
to 90 percent of the leading life men of 
Chicago where he lives, they would not 


recognize it He is, like the rest of 
the agency staff, a quiet, modest but 
effective worker. His lack of fame is 


typical of the whole company, which is 
made up of men just like him. 


Officers Not Well Known 
nationally 


It true 
Olson, was 


Not one of the officers is 
or even locally well known. 
that the president, Edwin A. 
United States district attorney in Chi- 
cago during the Harding administra- 
tion, but he greatly disliked the public 
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ity that attached to the office and has 
shunned it ever since. He is the figure 
around whom the company has been 
built. He drew its charter, was its 





counsel, then agency manager, later vice- 
| president and for several years has been 


its titular head. He is the only officer 
who has not made his living selling 
life insurance. All of the rest started 


as plain agents and were called into the 


home office from the field. 
For all of his modesty and aversion 
| (CONTINUED ON PAGE 17) 





Slackers to Get 
Terrapin; Havana 
Trip for Workers 











An eight-day cruise to Havana and 
through the Gulf of Mexico, probably 
in January, 1932, will be the reward for 
enterprise among producers for the 
Texas Prudential of Galveston. 

At the same time H. G. Rogers, man- 
|ager ordinary agencies for the Texas 
Prudential, announces a booby prize for 
| tail-enders. The prize is a bronze model 
|of a terrapin, symbol that the agent is 
maintaining too slow a pace. The model 
must be displayed for one month on the 
desk of the recipient, who will receive 
messages of condolence from his fellow 
agents. The agent who wins the terra- 
pin three months in succession comes 
into permanent possession of the prize 
and severs his connection with the com- 
| pany. 

“We will be pleased to send to other 
| companies the names of all members of 


| 
| 
| 


|this club and give them the right to 
| offer them contracts,” Mr. Rogers de- 
| clared. 


The contest for the Havana tour be- 
gins September 1 and ends August 31, 
1931. The agent may qualify by writ- 
ine $150,000 in business and by writing 
an additional $150,000 he can qualify his 
wife or some other member of his 
family. A general agent can qualify if 
his agency produces $400,000 or more, 
even though the general agent, person- 


ally, may not write the required 
| $150,000. 
The plan is to leave Galveston by 


boat, stopping at Miami for one day and 
visiting Havana two days. The boat 
will dock at New Orleans on the home 
trip. Convention sessions will be held 
en route. 
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Stress Siceceisiiiiiet Theme 
at Illinois Life Convention 





PRESIDENT STEVENS HOPEFUL 





Agents in Annual Gathering at Home 
Office—Plan 1932 Trip to 
Havana, Cuba 





Conservation was the all important 
theme of the annyal convention of the 
Illinois Life’s $100,000 Club at the Ho- 
tel Stevens, Chicago. A feature was 
the awarding of conservation prizes for 
best renewal records. 

The first prize of $100 in gold was 
won by N. Stanley Peterson of Illinois 
with 95.6 percent renewal percentage; 
second prize, $50 by John D. Brinkley, 
Oklahoma, 94.04 per cent; third prize, 
$50, Daniel D. Ryan, Illinois, 88.48 per- 
cent; fourth prize, $50, Robert B. Dan- 
iel, Kansas, 86.71 percent, and fifth 
prize, $50, Melville E, Dark, Missouri, 
86.54 percent. 


Prize Winner Tells Methods 


Mr. Peterson in the first session told 
how he maintained so high a renewal 
rate. He advised close contact with all 
policyholders and careful selection of 
all business, in his discussion of “Fac- 
tors That Influence Persistency.” B. J. 
Stookey, secretary of the company, pre- 
sented the prizes. Edward H. Steffelin, 
the Illinois Life’s sales director and 
head of his own general agency of the 
company, assumed his place as presi- 
dent of the club after less than a year 
with the company, and proved to be able 
master of ceremonies. 

W. T. Whitehead, district manager 
in the home office agency, spoke on “In- 
surance Trusts and Business Insur- 
ance’; T, Jay Harbaugh, assistant man- 
ager east central Illinois agency at 
Champaign, on “My First Year in Life 
Insurance’; Erwin A. Timme of the 
Steffelin agency in the Insurance Ex- 
change, on “Approaches Which I Have 
Found Most Successful,” and W. L. 
Coonrod, district manager central and 
western ‘Missouri agency at Butler, Mo., 
on advantages of the Illinois Life’s se- 
lect life 23-year endowment. 


President Stevens Optimistic 


“The problem of today is keeping our 
existing business on the books,” Presi- 
dent R. W. Stevens told the convention. 

“Business is lapsing not so much be- 


cause policyholders cannot pay the 
premiums as because in the last 12 
months more has been borrowed on 


policies than ever before. <A. policy loan 
draws interest and in addition it reduces 
the face. This discourages policyhold- 
ers, and we all know there are not 
many loans which are repaid and the 
policies are in danger of lapsing. I be- 
lieve a great deal of business which 
has been written in the last year has 
been because existing policies have been 
loaned up to the limit and policyholders 
have seen fit to start over again. 

“We all should make it our special 
duty to visit policyholders, to urge them 
to make payments on their loans and 
we should tell them what our twisting 
competitors wili iell them if we do not. 
If we do this the business will not be 
twisted so rapidly. We should make 
every effort to keep our policyholders 
on the books and satisfied.” 


Had Misgivings at First 


Mr. Stevens said he entered the con- 
vention with misgivings as he was afraid 
the business depression and talk of 
hard times had had a strong effect on 
agents and many would feel there was 
little use to put forth the extra effort 
needed this year. 

“It is true there is much unemploy- 
ment,” he said, “but if you make a sur- 
vey you will find that the unemployed 
are of a class that never were our pros- 
pects.” 

Mr. Steffelin as chairman acted as a 
“committee of the whole” to “sell” Mr. 
Stevens the idea of holding the next 











New Agency Head 














GEORGE R. WHITLOCK 


George R. Whitlock, superintendent 
of agents of the Lincoln Liberty Life 
of Lincoln, Neb., who becomes presi- 
dent of the H. O. Wilhelm Company, 
general agents of the Northwestern Na- 
tional Life, will be installed in office at 
Omaha next week. He is a native of 
Texas and started as an agent for the 
Equitable Life of New York at Su- 
perior, Neb. He has made a: success in 
his agency work. 








$100,000 Club convention at Havana, 
Cuba, and he made the sale. The meet- 
ing will be held in January, 1932, the 
club year being extended to 17 months. 
Qualification will be $5,000 premiums 
for each agent or $7,500 to entitle him 
to take his wife. 


Discuss Cost ws. Benefits 


A subject which excited considerable 
interest was that of Ira A. McBride of 
the southern Missouri agency at Spring- 
field on “Which looms larger in the 
prospect’s mind, the amount of the 
premium to be paid or the amount of 
the proposed insurance?” Mr. McBride 
held that the premium was uppermost 
in the insured’s mind and the agent’s 
entire canvass should be directed toward 
relegating this to the background. He 
said insurance needs should be fitted to 
the insured’s pocketbook rather than to 
fit the premium and the form of policy 
to his ability to pay. 

“I think it is poor salesmanship to 
mention cost before explaining a propo- 
sition or showing the merchandise,” 
Mr. McBride said. 

“One of the nauseating things about 
our business is the price peddler. When 
the matter of cost is raised by the sales- 
man resistance inevitably results. It is 
human nature for him to begin to figure 
the sacrifices he must make to take life 
insurance. Price falls into the back- 
ground and becomes secondary when 
the salesman demonstrates the benefits 
of the policy, sells the idea and shows 
how the policy fills a need.” 


Opposed to Cheap Forms 


Raymond W. Law of the Chicago 
agency spoke on the subject of deter- 
mining the amount of insurance and 
form of policy to present to a prospect. 
He said he never recommends a cheap 
form because he 1s absolutely opposed to 
it. “I don’t like death insurance,” he 
says. “I like to tell my client I'll bring 
him a check in 10 or 20 years and that 
he and I will go fishing together.” T. 
J. Henderson of Michigan spoke briefly 
on “Illustrating the Decreasing Cost of 
Legal Reserve Life Insurance.” He said 
the policyholder always is the greatest 
beneficiary under any legal reserve pol- 
icy. He advised emphasizing the bene- 
fits of endowment as compared with 








Berge in Comment 
on Epstein Piece 





THe NATIONAL UNDERWRITER received 
this criticism from T. O. Berge, presi- 
dent the North American Life & Cas- 
ualty of Minneapolis, on the editorial 
in the August 28 edition on Abraham 
Epstein’s article “The Insurance Racket” 
in the September “American Mercury.” 

“Your editorial ‘Epstein’s Theory of 
Life Insurance Relativity’ should be 
worth about $5,000 to the ‘American 
Mercury.’ Send them a bill for service 
rendered. 

“There's a saying by some crude 
down-on-the-farm philosopher to the ef- 
fect that a mule if given enough time 
will kick to pieces the best stall that 
can be built; still, he has only the brains 
of a jackass. 

“It seems to me that to lead the crit- 
ter out on the range and forget to pick 
him up in the late fall would be better 
than to take the whole Borax team 
over to the barn to see how the deuce 
he can kick. 

“Now we will read the ‘Mercury,’ 
but ‘a good thing to remember and a 
better thing to do is work with the con- 
struction gang, not with the wrecking 








other plans, as there is in this an ap- 
peal which will increase sales. 

Miss Lena H. Smith, president of the 
Green Signal Club and member of the 
Wabash Valley agency, gave a review 
of the rate book and manual, and Vice- 
president J. F. Williams explained the 
company’s disability benefit and reasons 
why the Illinois Life this year under 
the standard form has left out the in- 
come feature. 


Explains Medical Viewpoint 


Dr. George Cullen, medical director, 
told of factors which influence the med- 
ical department’s decisions, many of 
which cannot be disclosed to agent, ap- 
plicant or examiner. He stressed that 
many rejections are not permanent, as 
they may be reopened at a later date 
and rated standard. He declared it is 
dangerous to tell applicants they have 
heart disease, tuberculosis or abnormal 
blood pressure as this terrifies them and 
makes them invalids, especially in the 
case of heart disease, because of the 
general belief that it is always fatal 
and never can be cured. 

P. D. Moller, assistant supervisor of 
agencies, explained processes of hand- 
ling Part 1 of the application from the 
- zeae it is received in the home of- 
ce. 

The agents and guests were served a 
buffet luncheon at the Hotel Stevens 
both days of the convention and en- 
joyed baseball, theater parties and golf. 

Other officers of the $100,000 Club for 
the succeeding year beside Mr. Steffelin 
are: First vice-president, Mr. White- 
head; second vice-president, Mr. Har- 
baugh; third vice-president, Mr. Timme 
and secretary, Peter L. Sausser. 





Jumper and Overalls 
“Turned the Seth” | 








Here is a true story of a are ide 
that turned key in the door 
cess for 
coln fh B ‘Life, in his recent salar 
savings system solicitations on rai lroads 

When first starting out in this 
ness after securing the franchise, \, 
Richardson met with rebuff ' 
buff when talking to the railroade; 


He couldn’t quite figure it out. 4, 
sales am. 
Serve 


had good arguments, good 
munition, and a real desire to 
the men to whom he was talking. Sti 
he had no results. 


Finally, an old railroad man who he 


taken a liking to him , tipped him 0 
“It’s your clothes, boy,” he said, Thos 
fellows don’t like to talk to a man wi 
is dressed so fancy. Try dressing like 
they do.” j 
Mr. Richardson took the tip. Noy 
when he goes about the railroad shops 
soliciting salary savings life insurance 
he wears a jumper and overalls. Be 
the spot dirty or clean, greasy or no 
it’s all the same to him. He is one oj 
the men and is accepted as such. The 
record of his sales increase tells ¢ 
true story of the success of this ven 
real bit of sales psychology. He is the 

leading producer, paid business, 
Texas, a company leader in paid bus- 
ness, and a silver anniversary trophy 
winner in the contest for lez ading pro- 
ducers during their 25th anniversary 


Prudential to Write Life 


The Prudential of London has been 
issued a license in the Dominion o 
Canada to write life insurance in addi- 
tion to the various other classes. Charles 
C. H. Drake, manager and actuary, and 
Frank C. Capon, assistant manager in 
Canada, are organizing the life insu- 
ance plant in the Dominion. It write 
both ordinary and industrial life insw- 
ance in Great Britain but does not ir 
tend to write industrial in Canada. The 
Canadian head office is in the Dominion 
Square building, Montreal. 


Metropolitan Life Changes 


George V. Brady, assistant actuary 0 
the Metropolitan Life, has been ap 
pointed assistant manager of the Cane 
dian head office. D. W. Kelly, field s 
pervisor at the Canadian head office, has 
been appointed assistant secretary 
the Metropolitan. 


Pacific States Life 


The total volume of insurance in i 


of the Pacific States Life of Hollywoo 


on Aug. 1 showed an increase of $- 
000,000 for the year or an aggrega’t 
of $24,000,000. Assets are now $2,559 
547, as compared with $1,645,508 a yee 
ago, an increase of $893,039. To pre 
vide additional space for its home ole 
quarters a second unit is being built! 





the original building. 








New York Life’s $200,000 Club Grows | 





The class of 1930 New York Life 
$200,000 Club registers 935 members, an 
increase of 89 members and $21,948,915 
paid insurance over last year. Of the 
greater New York department Joseph 
Macklin of Brooklyn is chairman with 
113 applications and $307,297 insurance. 
Robert H. Mackey of the Manhattan 
branch is vice-chairman with 93 appli- 
cations for $341,271. C. E. Kempel of 
Harrisburg, Pa., is chairman of the east- 
ern, northeastern, Atlantic and great 
middle departments with 182 applica- 
tions for $348,620. J. F. Skibicki of 
western Massachusetts is vice-chairman 
with 180 applications for $389,000. 

Paul Kerr of Knoxville of the south- 
ern and gulf departments had 143 ap- 
plications with $321,990. B. H. France 
of South Carolina is vice-chairman with 
125 applications and $339,045. A. J. Nor- 





ton leads the central, northwestern a 
southwestern departments with 221 3% 
plications for $324,906 and R. B. White 
of the same branch is vice-ch airman wit 

179 applications and $310,000. ‘ 
Russo of the Oakland branch leads ® ne 
western and Pacific departments with 


195 applications for $320,140, and J. * 
Mendonca of the Stockton branch * 
vice-chairman with 186 apt slications ane 
$399,500. The Greater New York de- 


partment had 164 members with $39 sly 
394 business. The eastern departme 
had 51 members with $12,262 9,245. wr 
are 34 women agents in the club, th 
leader being Mrs. Yetta Gang « - 
metropolitan department in New P one 
City with $375,500 business. Mrs. ert 
vieve Skinner of Detroit is second Wr 
$345,605, Mrs. Anna Brecher of the 
nam branch is third with $339,950. 
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LIFE COMPANY CONVENTIONS 
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Embry’s Men to Have Meeting 





Kansas City Agency of the Equitable 
Life of New York Will 
Foregather 


The program for the conference of the 
Kansas City agency of the Equitable 
f New York, which will be held Sept. 
4-6 at Bella Vista, Ark., has been com- 
pleted. W. W. Klingman, vice-presi- 
dent; Frank H. Reed, Neosho, Mo., cap- 
italist, who carries $1,000,000 of life in- 
surance on his own life; M. C. Nelson, 
agency manager for Iowa, and William 
Rothaermel, superintendent of agen- 
cies for the central department, will be 
guests. 
A. M. 
agency 
guests. 
program: 

“How to Increase Your Production,” 
W. W. Rothaermel; “Approach and 
Close—Business Insurance,” L. B. Fink 
f the Kansas City agency; “Why the 
Woman Is a Real Prospect,” Helen 
Summy; “The Ideal Life Underwriter, 
and Why,” M. C. Nelson; “The World’s 
Most Unusual Business,” F. H. Reed; 


Embry, Kansas City, Mo., 
manager, will welcome the 
The following is the business 


“Success,” W. W. Klingman. 
Deichman Will Speak 
Fred Deichman, “millionaire” pro- 


ducer of the Kansas City agency, will 


speak on “The Basic Principles of Life 
Insurance Selling.” A group of pro- 
ducers will give short talks on “My 


Most Successful Way of Getting Pros- 
pects.” Claude M. Boys, Charlie Lynch, 
J. H. Scrivner, C. W. Brakensiek, H. 
F. Lawrence, Carl Roberts, Lawrence 
Stettheimer and E. W. Merrill will par- 


ticipate. 

Short talks on “My Best Sale and 
Why” will be presented by another 
group of producers, including Charlie 
Wilson, A. F. Maffry, Harry Rose, John 
M. Trembly, Eugene Cameron, Mrs. 
Elwood H. Fray and John J. Cain. “An- 
nuities and How to Sell Them,” W. L. 
Connett; “Joint Work Pays,” R. C. 
Lippard; ‘ ‘Organizing a Clientele,” M. 
E. Ismert; * ‘Right Mental Attitude,” I. 
B. Jackson, unit manager at Wichita; 
vow to “i Your Business W ith 


Non-Medic Wm. Rothaermel; “Sal- 
ary Seving: s and Why,” Byron Cecil; 
Planned Settlements,” A. M. Plumb; 


“Program ming a Day’s W ork, ” Rie R. 


Keath; “Important Points in Selling 
Group Insurance,” C. B. Beeks; “Signs 
ot the Ti mes,” William Rothaermel; 
Plans th ~ Are Successful in Our 


Agency, . C. Nelson “The Home Of- 
fice - thes int of the Field,” W. W. 
Klingman, and “Making Certain Life’s 


Success by Life Insurance,” F. H. Reed, 
Wl complete the Friday program. 

Will Discuss Conservation 
Saturday will be given over to the 
general subject of conservation. Sub- 
ects and spe akers are: “How to Help 
Us Help You, V. P. Miller; “Con- 
serving Your Business,” H. C. "Booker, 


tducational director of the Kansas City 


agency; “Following Up the Old Policy- 
re Ider,” J. H. Jones; “How to Get the 

fe W: irren V. Woody; “My Idea 
ovalty :” G, J. Woodward, manager 

at § go Mo.: “Helping Coopera- 
rad Mr. Roth: aermel; “Reminiscing,” 
— Nelson; “Why I Bought One Mil- 
~ n Dollars s of Life Insurance,” Mr. 
Sed; and “Close,” W. W. Glingman. 





Guardian Life Convention 
The Guardian 


a I Life has announced the 
se ection of Whi 


: te Sulphur Springs, W. 

, aS the scene of its next Leaders 

py convention, July 14-16. 

“Oth ‘2 Company recently celebrated its 
nnivers ary with a three-day con- 

York City. Donald 


agency club ‘ork is president of the 





Swink Reviews Activities 





President Addresses Atlantic Life Agents 
at Annual Aces Convention in 
Atlantic City 





ATLANTIC CITY, N. J., Sept. 4— 
Activities of the Atlantic Life were re- 
viewed by President Angus O. Swink 
in an address before the annual Aces 
convention at Atlantic City this week. 
Splendid progress, he pointed out, had 
been made in every important activity. 
Assets he said were high grade and the 
interest rate earned on mean invested 
assets in 1929 was 6.32 percent. In Vir- 
ginia, its home state, the Atlantic wrote 
nearly 10 percent of the total business 
last year. The company is now operat- 
ing in 25 states and the District of Co- 
lumbia. 

Conservation Stressed 


Importance of conservation to con- 
tinued progress was stressed by Presi- 
dent Swink who pointed out that selling 
for specific needs and exercise of care 
in not overloading prospects would go 
far toward conserving business. In con- 
clusion he showed that sales of life in- 
surance in the current year have held 
up consistently and in the case of At- 
lantic have shown a most satisfactory 
increase over 1929. He voiced the belief 
that a new tide of business recovery is 
due to set in soon which will enable 
field representatives of the company to 
surpass all previous records. 

The convention opened yesterday and 


will continue through to Sept. 6. Im- 
portance of conservation was also 
stressed in several other addresses. Ed- 
mund A. Saunders, chairman of the 


board, read a paper on “Conservation— 
A Builder and Stabilizer.” Dr. Frank P. 
Righter, medical director, pointed out 
how business could be conserved through 
proper selection, while Charles W. Phil- 
lips, vice-president of Atlantic Agency, 
showed how contact with the policy- 
holder was effective in conservation of 
business. 

The President’s conservation cup was 
awarded the George D. Richardson 
Company, general agents at Raleigh, N. 
C. Two representatives received 25- 
year gold service pins, R. L. Dobie, 
Atlantic’s oldest general agent in point 
of service, located at Norfolk, and Sher- 
iff E. S. Norman of Edenton, N. C. 





Use Stage for Sales School 





Demonstrations at Connecticut Mutual’s 
West Baden Round-up Conducted 
in Atmosphere of Reality 





On a stage, the properties on which 
consisted of desks, chairs, water cooler 
and other furnishings of a business of- 
fice, outstanding producers of the Con- 
necticut Mutual Life conducted a series 
of sales demonstrations during the 
company’s central states rally at West 
Baden, Ind. The stage idea helped 
vastly to carry conviction. A_ speci- 
men interview is difficult to conduct 
amid the surroundings of a blackboard, 
rostrum and gavel. This innovation of 
the Connecticut Mutual, therefore, 
should prove popular among other 
agency conventions. 

With Raymond W. Simpkin, agency 
assistant, in the prospect seat, Edward 
C. Andersen, another agency assistant, 
demonstrated the sale of a retirement 
income policy. Frank E. Walker, agent, 
and Edward P. Imboden, prospect, of 
Decatur, Ill., demonstrated the sale of 
readjustment funds. There was a dem- 


onstration of the sale of educational 
funds, reselling a policyholder, estate 
selling, programming and stock pur- 
chase. 


At the company dinner Peter M. Fra- 
ser, newy elected vice-president, pre- 
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N ARCHITECTURAL LANDMARK OF DIGN ITY 
AND BEAUTY, this building is primarily an ideal 
workshop. The Company’s 3,800 employees enjoy the maxi- 
mum of good air, sunlight and quiet possible in the intense 
life of Manhattan, as well as 20th Century utilities and con- 
veniences that multiply human efficiency in the day's work. 





NEW YORK LIFE INSURANCE COMPANY 
MADISON SQUARE, NEW YORK, N. Y. 
DARWIN P. KINGSLEY President 
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sented those who had served the Con- 
necticut Mutual for 10 years or more 
with the Connecticut Mutual’s service 
medallion. Recipients were Joanna M. 
Pearce, Decatur, Ill., 10 years; Lee D. 
Moon, Toledo, 15 years; M. C. Hayes, 
Chase agency, Chicago, 20 years; and 
Scott Pierce, Columbus, O., 30 years. 
H. M. Holderness, superintendent of 
agencies, presided at the opening ses- 
sion while the group chairmen consisted 
of E. Chester Sparver, Fred C. Lyter, 
Thomas M. Stokes, Edward C. Ander- 
sen, George F. B. Smith, Leslie Martin, 
and Kenilworth H. Mathus. 

It was announced that the Connecti- 
cut Mutual’s western regional educa- 
tional conference would be held Sept. 2- 
3-4 at Estes Park, Colo., and that the 
eastern meeting at Wentworth- by-the- 
Sea, Portsmouth, N. H., would be con- 
ducted shortly thereafter. 





Security Mutual Meets Sept. 26 


The Security Mutual Life of Nebraska 
will hold its annual agency convention 
at Lincoln, Sept. 26-27. A convention 
contest was staged during the month 
of August that resulted in many agents 
earning the trip. While an interesting 
entertainment program has been pre- 
pared, the greater part of the two days’ 
program will be devoted to a sales con- 
gress, with successful salesmen giving 
their observations and experiences. 


Massachusetts Mutual 


The General Agents Association of 
the Massachusetts Mutual Life wil! hold 
its annual meeting at Lenox, Mass., 
Sept. 29-Oct. 1. A very interesting pro- 
gram has been set up under the “direc- 
tion of Lawrence C. Witten, Cincinnati 


general agent. 


Great Southern Life 


Some 500 agents of the Great South- 
ern Life of Dallas from nine states are 
to make a side trip to the Rio Grande 
valley in January for the Fieste Grande. 





The convention’s attendance will be 
larger because of the amount of busi- 
ness put on the books and the new ter- 
ritory covered by the company through 
purchase and mergers with other life 
companies, 


Guaranty Life 


Lee J. Dougherty, president of the 
Guaranty Life, has announced that the 
annual two-day conference of general 
agents and members of the Hundred 
Thousand Dollar club will be held at 
the home office in Davenport, Ia., Sept. 
8-9. Sessions will be addressed by 
Charles J. Rockwell, insurance educa- 





tor, and officers and field representatives 
of the company. The annual picnic for 
the visitors and executives and mem- 
bers of the office staff will be held the 
afternoon and evening of the second 
day. 


Federal authorities say we are spend- 
ing out of each earned dollar 24% cents 
for necessities; 22 cents for luxuries; 
11 cents for investment; 8% cents for 
crime; 4% cents for government, local, 
state and national; 14 cents wasted; 
13% cents for miscellaneous expense; 
1% cents for education and % of a cent 
for religion—Pacific Mutual Life. 
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National Defense Life Plan 





New Company in Washington, D. C., 
Collects with Premium Charge for 
Fund to Fight Subversive Influences 


The National Defense Life of Wash- 
ington, D. C., which has had a sort of a 
quiet existence, seems to have come to 
the front again as an effort is being 
made to sell its stock. This company 
was formed to raise funds to stamp out 
communism and radicalism. With every 
premium paid for life insurance, 10 per- 
cent is to be put aside as a fund to 
eradicate subversive influences. Rear 
Admiral R. E. Coontz, former chief of 
naval operations, is president. H. A. 
Jung of Chicago is first vice- president, 
Gen. Mark L. Hersey, retired, is secre- 
tary-general, he serving in the World 
War. For a time E. P. Melson, who 
was formerly president of the Missouri 
State Life and later of the Continental 
Life of St. Louis, acted as insurance ad- 
visor. It has $100,000 capital and $21,- 
621 surplus. It was licensed in January. 





Will Extend Its ienstins 


United Mutul Life of Indianapolis Not 
to Confine Its Writing to Knights 
of Pythias 


United Mutual Life of Indian- 
apolis, which supersedes the Knights of 
Pythias insurance department, accord- 
ing to recent action, will no longer con- 
fine its writings to members of that fra- 
ternity but will write a general life in- 
surance business. It will no longer be 
a member of the National Fraternal 
Congress and will write purely an old 
line business, with no assessment clause 
in its policies. 


Gem City Life Donates 
Two Big Production Cups 


The 


The Gem City Life of Dayton, O., 
has put up as trophies two large beau- 
tiful silver cups for winners in produc- 
tion. One is for general agency lead- 
ership, which will be given to the agency 





that paid for the largest amount 

business on the annual premium play 
between July 1 and Aug. 31. The Other 
is the producers’ monthly leaders) 
cup which will be given to the agen 
who produces the largest amount dy. 
ing the same time. The agent will ho 

the cup until some other repre Sentati . 
takes it by writing the largest amount, 
business in some succeeding perio; 
The agent winning the cup three su. 
cessive months will hold it permaneny) 
The company held its annual agenp 
convention this month at Put in Bay 


Two Agencies in Contest 


Salesmen, as well as home 
members of the entire Bankers Lif 
Iowa organization, are deriving cor 
erable entertainment from an obser 
tion of the “nip and tuck” contest fy 
agency leadership, which is being wa age! 
by the Cedar Rapids and Indianapojj 
agencies. 

These two agencies have been at eaci 









other’s throats since the first of th 
year while Cedar Rapids has, to dat 
maintained its lead, the Indianapolis 
agency has not given Cedar Rapids, 
moment’s breathing spell. The lates 
figures in the contest cover the’ perioj 
up to Aug. 1 and show that the In 


dianapolis agency has cut down Cedy 
Rapids’ lead to a scant $5,278. The Ce 
dar Rapids production for the year, ty 
Aug. 1, was $3,117,000 and that of Ih. 
dianapolis was $3,111,722. 


Honor Vice-President Taylor 


The Security Life & Trust of Ws 
ston- — will honor Vice-Presidex 
C. C. Taylor during the last two week 
of September and the entire month 
October with Taylor month. The tin 
was increased a little this year in order 
to give everyone a good chance to w: 


one of the numerous prizes in a contes 
based upon the quota system 
George R. Taylor, son of C. C. Ta 
lor, is handling all the details of t 
contest. He is at present sending ox 














PRACTICAL 
SALES 


PLANS 














= 








Septemb 
— 
sales hi 
agents. ; 
jnspirati 
ation Ol 
recently 
i Virg 
ginia hi 
football 


Wi 


The \ 
nicago, 
101737 | 
$s quar 
mventi 
re one 


ices. 


Li 

The 
‘an Na 
$870,076. 
July wa: 
ness for 
$148,425, 
same pe 


has ier 
$100,000 
sippi_ the 
group p 
biles, tz 
trom $5! 
and aut 
sonal in 
ompany 
presiden' 
retary-tr 


A 
T he \ 


the first 


producti 
producer 


D. E. 


The D 
s WPT 
mission 
station fi 
president 
very suc 
grams si 
replies a 


is now | 
extra eff 
sults in 
Warfield 
intendent 
week on 


In the 
the Cont 
increased 
two mon 
100 aj 


In the si 


eK 


company 
ness. G 
250,000 

Was sta 
Bomar « 
the Pres 
than $501 
ence Th 
With $43 


E very 
{ hicag 
Nas been 
ice-pre 
tribute a 
to be pl 
Isaac Mi 


day, as 


£0 


‘ 









mount 


ium pla 


he oth 


er 


leadershiy 


me 
the agen 


ount dur. 


will ho 


€sentaty 
mount ¢ 


. 





il agence 


in Bay 


test 


: ~ 
ne the 


s Life g 


& consi 
observ 
mitest for 


ng wage 


lianapols 


n at each 
t of th 


to date 
lianapols 
Rapids 3 
he lates: 
1e° period 
the In. 
n Cedar 
The 
year, to 
it of In 


aylor 

of We 
resident 
oO week 
1onth 

“he time 
in order 
> to wi 
L contest 
C. Tar- 
of the 
ling ovt 


—_—— 








5 





4 
{ 







September 5, 1930 








= 
gles hints in letter form to all the 
ents. Following these will be weekly 
aspirational letters throughout the dur- 
ation of the contest. Mr. Taylor, Re 
recently graduated from the University 
; Virginia law school. While at Vir- 
gina he was one of the outstanding 
jootball players of the south. 


Will Dedicate New Office 


The Washington Fidelity National of 
Chicago, which has moved its home office 
+1737 Howard street, will formally open 
ts quarters at the time of the agency 
onvention, Oct. 6-8. The new offices 
are one block west of its present of- 


nces. 





Lincoln National’s Year 


The insurance in force of the Lin- 
': National Life as of July 31 was 
s§70,076,238. The paid business for 
July was $20,553,225 and the paid busi- 
ness for the vear to date July 31 was 
$148.425,184. This is a gain over the 
same period last year of $37,432,924. 


Gulf States Increases Capital 


The Gulf States of Jackson, Miss., 
has increased its capital from $25,000 to 
$100,000 and is now writing in Missis- 
sippi the following lines: Group loan, 
group purchase especially on automo- 
biles, family thrift, family mortuary 
from $30 to $150, accident and health, 
and automobile insurance with a_ per- 
sonal injury clause. Officers of the 
ompany include G. W. Covington, 
president, and Harrington Hilzim, sec- 
retary-treasurer. 


American Life of Denver 


The American Life of Denver finished 
the first seven months of 1930 with a 
production of $3,842,000, the field of 
producers being led by L. I. Conklin. 
D. E. Bone, working from the home of- 
fice, was the high producer in July 


i¢ 





ith $73,500 of business. 


Durham Life 


The Durham Life radio station, known 
as WPTF, has applied and received per- 
mission to increase the power of the 
station from 1,000 to 5,000. S. B. Coley, 
president of the Durham Life, reports a 
very successful response to the pro- 
grams sent over the air daily. These 
replies are used as a contact by Dur- 
ham agents. 


Eureka-Maryland 


A special industrial campaign intro- 
ducing a new industrial policy is being 
made by the Eureka-Maryland. 

_The Eureka-Marylana at the present 
tme has a “hit-the-ball” campaign 
which started in July. The ninth inning 
is now being played off and a special 
extra effort will be made to get re- 
sults in honor of President Joshua N. 
Warfield. T. J. Mohan, general super- 
mtendent of agencies, will start next 
week on a two-week tour of the field. 


Continental Assurance 


In the first seven months this year 
the Continental Assurance of Chicago 
imcreased production 25 percent with 
= months in w hich more than $5,000,- 
. apiece was written, June and July. 
In the seven months ended July 31 the 
company reports $33,000,000 new _ busi- 
— Gr up production is about $1,- 
a 0, a though the group department 
_ . started only in April. Henry 
a of Dallas, leading producer in 
~ residents Club, has paid for more 
than $500.000 so far this year and Clar- 
wie — e of _ Milwaukee is secon 
Ith 34.000 paid business. 





Federal Life, Chicago 


Chicas’ agent = the Federal Life of 
has be “ ‘hroughout the United States 
lice-neeeit sed in a personal letter by 
tribe oresident L. D. Cavanaugh to con- 
to be nls east one application in time 
I Placed on the desk of President 


sa ie : - FesK 
ey Miller Hamilton Sept. 6, his birth- 






4S a part ot the annual observance 








of President's Month throughout Sep- | 
tember. President Hamilton will achieve 


his 66th birthday Sept. 6 after some AS SEEN FROM NEW YORK 


30 years as active head of the Federal. 
Either life or accident and health appli- —— 











— 








cations will count in the drive. 
HAS FIVE “MILLIONAIRES” 


Watson With Beacon Five men who have produced more 
. : : than a million dollars of business each 
Dr. S. D. Hawley, president of the | in the last year is the record of the 
Beacon Life, Tulsa, has appointed J. | John C. McNamara organization, man- 
C. Watson as supervisor of agencies agers for the Guardian Life. They are 
and director of its training school. Mr. | philip F. Broughton, Donald Russell 
Watson, a native of Iowa and graduate | Walter E. Knowlton, John H. Brady 
of Grinnell College, was appointed Tulsa | and Julius Fligelman. All are young 
district manager for the Kansas City | men, their average age being 34 Years, 
Life in 1926. and their average experience in life in- 
surance only four years. 

* * * 


Company Notes SHOW HALF MILLION GAIN 
An increase of more than $500,000 in 
paid-for business for August as com- 
entered the group field. pared with the same month of 1929 has 
he Ramee Béfe showed an tncrease of | ©°*™ reported by R. R. Keffer, general 
38 percent in paid-for business in July. | agent for the Aetna Life. The figures 
The Paul Revere Life of Worcester, | are: August, 1930: $2,896,200; 1929, 2,- 
Mass., writing life, accident and health, | 297,240. Total business paid for by the 
has been admitted to Maryland. agency for the year to Sept. 1 is $25,- 
The Southern Life & Accident has been | 929 625, 
chartered at Greensboro, N. C., with , se & 


N. ’ 
$100,000 capital, of which $50,000 has , 
been subscribed. SPECULATION ON APPOINTMENT 
The Pestal Indemnity of Dallas, Tex., a - if = . : 
un assessment life and casualty company | There has been much speculation why 
has been admitted to Colorado by the in- , Governor Roosevelt of New York has 
surance department. not made an appointment as insurance 














The United Pacifie Life of Seattle has 








superintendent to succeed Albert Con- 
way. It is confidently expected that he 
will eventually name Attorney Mc- 
Mahon, but it is stated that he is attor- 
ney in a case before the department and 


and therefore cannot be appointed until 
the matter is disposed of. 
x * * 
MYRICK’S AUGUST FIGURES 

Julian S. Myrick, manager of the Mu- 
tual Life of New York in New York 
City, reported $2,795,000 paid-for busi- 
ness for his office for August, as com- 
pared with $3,051,791 for August, 1929. 
Total paid-for business for the first 
eight months of the year amounted to 
$31,603,811 as against $33,553,507 for 
the first eight months of 1929. 





New Assessment Benefit 


A new mutual is proposed in South 
Dakota under the name of Educational 
Mutual Benefit Association, which is to 
have its headquarters in Aberdeen. 

The association will write assessment 
policies carrying death and disability 
benefits on teachers and others en- 
gaged in educational work. 








The Minnesota Mutual 
is now a 
$200,000,000 Company 


1930 New Business 150% of same 
period 1929 


7th in percentage of growth for 
1929 among Companies over 100 
Million in force 


44 years to reach first 100 mil- 
lion—6 years to reach second 


100 million 





Our Sales Plans Are Working 
May We Tell You About Them? 


The MINNESOTA MUTUAL 
LIFE INSURANCE COMPANY 


Saint Paul 
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New Home Office Building 


ABSTRACTS FROM FINANCIAL STATEMENT 
FOR YEAR ENDING DECEMBER 31, 1929 


Admitted Assets ..................$ 13,225,617.98 
Total Liabilities ...... - 12,145,923.98 
Capital ($400,000), Surplus and Con- 


tingency Funds 
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1,079,694.00 





INSURANCE IN FORCE..........$102,908,006.00 


co 
We Offer 


— Policies all ages, 1 day to 70 years. 

— Both Participating and Non-Participating. 

— Non-Medical—Sub-standard. 

— Disability, Dismemberment and Surgical Benefits. 
— Special Monthly Premium Payment Plan. 

— Double Indemnity. 





— Children’s Policies with Beneficiary Insurance, 


— Sales Planning and Circularizing Department. 
— Producers’ Club. 








Available territory in seventeen 
~q states West of the Mississippi [Re 
River and in Illinois and Florida. 









WRITE DIRECT TO HOME OFFICB 


cs 97 


Central States Life 
Insurance Company - 


James A. McVoy, President 


HOME OFFICE: SAINT LOUIS 












































Missouri State’s 
Courage Shown 


(CONTINUED FROM PAGE 3) 


loans, whereas in 1929 they were 63 per- 
cent. The examiners commend this 
shift to city property as providing a 
greater margin of safety. 

The company had $9,712,951 in city 
real estate and $5,222,920 in farm prop- 
erty, including '$1,739,152 taken over 
from the International Life. At the 
close of 1927 the company had $4,010,- 
913 in real estate, and since then has 
increased these holdings $6,042,234, in 
addition to $4,882,610 taken over from 
the International. 


Data on Real Estate Holdings 


It was found net income is better 
than 6 percent on city real estate, while 
farm property suffered a loss of 4.01 
percent. Principal city properties and 
rates of return indicated are: Home 
office building, $1,244,937, 5.78 percent 
return; Syndicate Trust and Century 
building, St. Louis, $4,862,635, 9.05 ot 
cent, and City Club-Missouri hotel, 
Louis, $1,066,160, 4.05 percent. Net r a 
turn on $14,935,871 in real estate, both 
city and farm, for 1929 was $335,566, 

without including return from the City 
Club- Missouri hotel property. 

At the close of 1929 there was $42,- 
616,290 in mortgage loans, $2,368,897 in 
collaterai loans (all taken over from the 
International); $31,630,943 policy loans; 
$36,364,000 bonds; $368,684 premium 
notes for Missouri State and $155,832 
for International, and $1,906,490 cash 
credited to Missouri State general ac- 
counts and $369,693 to the special Inter- 
national account. 


Carries Insurance Stocks 


Stocks held included Aetna Life with 
market value $95,000 on basis of $95 a 
share, International Life, $1,050 at $30 
a share; Southwestern Life, $1,050,000 
at $700 a share, and Northwestern Na- 
tional Life $2,040 at $15 a share. In 
addition, 1,989 shares Republic National 
3ank, St. Louis, for which International 
paid $39,780; now held at $10 a share. 

It was shown the Missouri State re- 
fused $733.33% a share for its South- 
western life stock and is considering an 
offer of $747.62 a share. The Missouri 
State in 1929 agreed to buy 10,500 of the 
20,000 shares of Southwestern stock at 
$700 a share over four years, 1,500 shares 
for $1,050,000 cash and 2,250 shares 
yearly for $1,776,674 cash in 1930, ‘1931, 
1932 and 1933. 


Large Potential Profit 


It is interesting to note if the $747.62 
a share offer for Southwestern stock in- 
cludes all of the 10,500 shares, its profit 
by accepting this offer would be $500,- 
000, which would wipe out the $356,897 
net decrease in adjusted surplus and add 
about $143,000 more to surplus. 
The examiners closed their report 
with the statement that the company 
is well conducted and efficiently man- 
aged. 











, —— ——— — ——— 


Leckey y Slated R. Lei 
for Presidenng © 
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have found that man in George f 
Lackey of Oklahoma City, gener 
agent of the Massachusetts Mutual ; 
Oklahoma. 





Associati 


1 
Called “Man of Moment” on 
Mr. Lackey is hailed as the “man 
the moment,” who is most happily fitts 
in every respect for the arduous dutel® R Lei 


which will attach to the National asl ondent 
ciation presidency in continuing the assoc 
sound advancement made in the paffoven ye 
According to his supporters, Mr. LackefiMin. Ass: 
may be counted on not to “rock tim) 





Insurance 








boat” at this vital period in the assfifong Sup 
ciation‘s affairs, but at the same time wl yas cont 
carry out a strong, constructive prf%dent. H 
gram. , 3 superinte: 

In fact, it is said, he is a “whelllll ocretary- 
horse” of the National association, anf The pl 
tional committeeman from OklahomMi ference y 
for many years until some two yea will go t 
ago, a member of one or another OB tar rotati 
the National association committees Owing 
a long time, and vice-president a in proposed 
years ago. insurance 

Mr. Lackey’s energy and devoti 10n tHE was adop 
National association affairs have half approval 
much to do with the moulding of tha posal anc 
great body to its present state of stron Columbia 
influence in the business. He achiere port to t 
distinction as well for the able way i We Superin 


which he presided during most of thy 


gestion o 
National association convention at La 


that no le 


Angeles some years ago when absencland that 
of the president placed him temporarif cooperate 
in the chair. drafting 
Seen as Happiest Choice legislation 
There are some important items in tk — 
National association development pole cotutory 
gram started about five years ago whit sentenete 
for various reasons the leaders have ae fom rel 
been able so far to bring to fruition. such cont 
the working out of the definite prograt uniform | 


toward these objectives it is_ believed 
Mr. Lackey would be the _happis 
choice, and his election by acclamatic 
at Toronto is confidently anticipated 
3esides Mr. Wells, the advisory nor 
nating committee includes Lloyd | 
Allen, Union Central, Boston; C.> 
Axelson, Northwestern Mutual, (» 
cago; Fred C. Hathaway, Mutual Lit 
of New York, Los Angeles, and B 
ing Sibley, Penn Mutual, Memphis. 





ance, 
amendme: 


Waive Medical Examination 


As a feature of the celebration of i 
eightieth anniversary of the Natio 
Life of Vermont, the directors have a 
thorized for the months of Septem 
and October only, the granting of ait 
tional insurance without medical rete 


amination to policyholders, present 8 
surance ages 15-50 inclusive, who hat 
been medically examined and accept 


as standard risks within two years, P= 
vided that no impairment in their hea! 





has taken place since their last examin 
tion and that in occupation and ott 
respects they remain eligible tor * 
ceptance. 





NOT TOO LARGE 
NOT TOO SMALL 


If You Are Ready for 


COL. C. B. ROBBINS, 











‘ARE YOU AWAKE TO OPPORTUNITY | 
Life Insurance Men of Vision Know That the Greatest 


Opportunity 
Is with the Company That Is 


The Solid Growing Company Officered by Men Who Are Agency 
WE HAVE THE TOOLS 
P and Noa-P. T Total 
articipating moeietes_ Petitee-thee ond Wenn en Equi tou 





Circularization Aids—Supervisor’s Help—Direct Contracts, Human Relations, Lie 
Contracts and Special Producer’s Clubs 


a General Agency There ts Desirable T: 
IOWA—NEBRASKA_MINNESOTA_AND SOUTH DAK 


THE OLD LINE 
CEDAR RAPIDS LIFE INSURANCE COMPANY 


fog G. Siguand=Vieo-Peee. & Agency Director 
CEDAR RAPIDS, IOWA 


NOT TOO OLD 
NOT TOO YOUNG 
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R. Leighton Foster Heads 


DUGAL, ARMSTRONG GET POSTS 


Association Votes to Continue Inquiry 
on Uniform Bill for Licensing 
Life Agents 


R. Leighton Foster, insurance super- 

intendet it for Ontario, who has served 
he association as secretary for the past 
seven years, was elected president of 
the Association of Superintendents of 
Insurance of the Provinces of Canada, 
and Superintendent Dugal of Quebec 
was continued in the office of vice-presi- 
dent. Howard B. Armstrong, deputy 
rintendent of Ontario, was elected 
secretary-treasurer. 

The place and date of the 1931 con- 
ference was not definitely decided. It 
will go to the Pacific Coast if the regu- 
lar rotation of provinces is followed. 

Owing to the unusual interest in the 
proposed uniform act for licensing life 





nsurance agents, a formal resolution 
was adopted. The resolution expressed 
approval of the principles of the pro- 


posal and assigned Alberta and British 
Columbia asa special committee to re- 
port to the next conference. 

Superintendents agreed to the sug- 
gestion of the life insurance companies 
that no legislation be now recommended 
and that a committee be appointed to 


Canadian Superintendents 











Sterling Sian Baseed 
Operations, Broaden Lines 


The Sterling Casualty of Chicago has 
made arrangements with two other 
companies under which it is beginning 
to write its penny-a-day travel policy in 
Texas and on the Pacific Coast. A 
small stock interest has been bought 
in the National Guarantee Life of Los 
Angeles, which is placing the policies 
in California and is also to enter Ore- 
gon, W | somaya a and other coast states 
A. B. Coy, California manager Sterling 
Casualty, supervises this expansion for 
Louis A. Breskin, head of the Sterling. 
The Sterling is entitled to three direc- 
tors on the other company’s board. A 
similar arrangement for Texas has been 
arranged through the Southern Travel- 
ers of Dallas. 

The Sterling has just brought out a 
2 cents-a-day health policy, ages 15-60, 
with $100 last illness benefit, $25 a week 
for specific diseases, $12.50 additional 
hospital and $5 a week for five weeks 
for any illness, and is ready to an- 
nounce a $l-a-month commercial acci- 
dent form. 

The commercial form, 
pear on the market Sept. 
straight accident insurance, with $1,000 
principal sum at all ages, $25 weekly 
benefit and $12.50 additional for hos- 
pital. 

The Sterling Life & Casualty of Ham- 
mond, Ind., launched in February by 
the same interests, now is writing a 


which will ap- 
15, is to be 


bE ‘DITION 











.. SALESMEN 


NSURANCE Salesmen will find an outstanding oppor- 

tunity to make immediate and substantial commissions 

selling Financial Independence Founders Share Cer- 
tificates with Life Insurance protection. 


I T is a plan to sell a time-tested, non-speculative investment with 
unusual safety of principal—as safe as the future of America 
itseli—using Corporate Trust Shares as the vehicle, this investment 
being offered on a periodic installment basis WITH LIFE INSUR- 
ANCE WITHOUT MEDICAL EXAMINATION, 


HIS plan provides participating stock ownership in American 

Telephone & Telegraph, Consolidated Gas, New York Central, 
Pennsylvania Railroad, United States Steel and 23 other companies 
of like calibre. 


INCE these underlying securities represent 28 of our largest basic 

industries, they are not only of America but actually America 
itself. The investor has unusual safety of principal with probability 
of enhancement in value seldom found. 


AD this plan been available from 1920 to 1929, inclusive, $1200 

invested at the rate of $10 per month would have had a cash 
value at the end of that ten year period of $2874.90—or an average 
annual return of 1874%. 


XPERIENCE 
is willing to work the opportunity is as big as he c 


is unnecessary but to a man with a clientele _— 
“ares to make 


EN in Greater New York 
sonal interview. To others outside 
mail. 


area will be granted a courteous per- 
that territory full informa- 
tion will be sent by 












































































nporari cooperate with the companies in the penny-a-day life policy from ages one | 
drafting of concrete suggestions for day to 60 years, with graded death bene- | . ‘ 
iiinn foe «= a ' a fit depending on age, maximum $450. F | I d d F d 

-— Sloman. nanan «geld = = This is non-medical. The company ||| Inancla n epen ence oun ers 
ms in th various important questions relating to sends an emergency draft with the pol- Incorporated 
ent PCHE statutory conditions in life insurance | ¢y which can be cashed with an under- s143 
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examina ' 12,000 in month ay- 
“r widespread interest. 2. $12, a 
age If you feel you ments of $100 eac 
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sell successfully an 

outstanding policy 

embodying these ex- 

ceptional provisions 
PHONE 


balance of the face, $8,000, | 
plus estimated excess interest 
accrued of $2,003.55 


$24,003.55 gross payments. 


COST, at age 35, for $10,000 


10-year plan. ... . ONLY $207.20 
20-year plan’. . . . . ONLY $251.30 


TY 








BROOKLYN NATIONAL LIFE INSURANCE Co. 


BROOKLYN, N. Y. 


26 COURT STREET William R. Bayes, President 
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A Few Policy 
Contracts 


Endowment at Age Sixty-Five. 
20 payment 
Continuous Premiums 

Multiple Option (Coupon Pol- 
icy). 

Central Life Select Risk Or- 
dinary Life 

Modified Ordinary Life. 

Modified Term Expectancy. 

Continuous Monthly Instalment. 

Juvenile Twenty Pay Endow- 
ment at Age Eighty-five. 

Juvenile Endowments maturing 
at any specified ages between 
sixteen and twenty-one. 

Five Year Term With Automatic 
Conversion to Ordinary Life. 
All regular Policy forms written 
in addition to above special 

policies. 


Location 


The Home Office of the Central 
Life is located in the Central Life 
Building at 720 North Michigan 
Avenue, Chicago, occupying five 
floors of a sixteen story building 
owned without incumbrance by 
the Company. 


Our Central location enables us 
to serve promptly all territories. 


Affiliations 


OUR PROGRESSIVENESS is 
manifested through our active 
participation with co-operative 
groups interested in the modern 
trend of Life Insurance. The 
Company or its officers are mem- 
bers of the following: 
Life Presidents’ Association 
Life Insurance Sales Research 

Bureau 
Life Agency Officers Association 
American Life Convention 

a. Medical Section 

b. Legal Section 

c. Office Management Section 
American Institute of Actuaries 
Actuarial Society of America 
Association of Life Underwriters 
Life Office Methods Association 
Life Office Management 

Association 


Clubs and Contests 


The One Hundred Thousand 
Dollar Club—the Aristocracy of 
the Central Life. 


The Marathen Club—The App- 
a-Week Producers ef the Cem- 
pany. The Company believes in 
occasional Contests so arranged 
that large and small producers 
alike can win. 








CENTRAL LIFE 
INSURANCE 
COMPANY 
OF ILLINOIS 


CHICAGO 


o o © 
ALFRED MacARTHUR : President 


R. E. IRISH: : : : Vice President 


_— Central Life Insurance Company 
is agency-minded. Aggressive field 


trained executives with years of actual 
experience behind them direct this 


twenty -two-year-old organization. 


The remarkable strides in growth taken 
by this Old Line Legal Reserve Company 
are attributed largely to the harmony 
existing between the Home Office and 
the field. 


oO 8 © 








Underwriting 
Facilities 

Participating Life Insurance. 

Non-Participating Life Insur- 
ance. 

Annuities—immediate and de- 
ferred. 

All Non-Participating policies 
participate when paid up. 

A broad selection of policy con- 
tracts. 

Policy contracts free from restric- 
tions. 

Policy contracts free from tech- 
nicalities. 

Cash value available at the end of 
second year. 

Automatic premium loan privi- 
lege keeps business in force. 

Juvenile policies. 
Issued from birth. 
Full benefits at age five. 
Settlement options unbeatable. 

Age limits one day to sixty-five. 

Non-Medical business up to three 
thousand dollars. 

Excess interest paid on funds left 
with the company. 


Agency Contract 


Liberal First Year Commissions. 

Non-forfeitable renewals. 

All contracts direct with com- 
pany. 

Home Office Agency. 

Service Department. 


You Can Meet Com- 
petition With These 
Strong Contracts 


Special Select Risk, 

Ordinary Life Non-Participating 
Rate Age 35—19.71 

Modified Term Expectancy 
Rate Age 35—14.03 

A special 31 year term policy 

with cash, loan, paid-up and ex- 

tended insurance values, conver- 

sion privilege without examina- 

tion within 26 years. 


Educational 
Department 


A thorough training course for 
the new man. 

Group meetings held at intervals 
at the various Agencies. 

Definite training for Agency 
Managers. 
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SYNONYMS 


Webster’s New Idea Dictionary—‘‘One of two 
or more words (of same language) having the 
same or nearly the same meaning.”’ 


OPPORTUNITY 
CEDAR RAPIDS 





Population, 1930 Census 
Total Bank Deposits . 


Value of 
Manufactured Products ... . . $120,000,000 


Value of (Linn County) 
Agricultural Products $ 4,281,354 


Above statistics from Cedar Rapids Chamber of Commerce. 


@ More than 2,000 CENTRAL LIFE Policies have been placed in this rich 
Iowa territory. 


@ A General Agency appointment for CEDAR RAPIDS will be made in the 
next 60 days. 


@ This is an outstanding opportunity for the man who can qualify, 


REPLIES ADDRESSED TO R. E. IRISH, Vice-President 
WILL BE TREATED WITH UTMOST CONFIDENCE 


CENTRAL LIFE INSURANCE COMPANY OF ILLINOIS 
ALFRED MacARTHUR, President 
720 No. Michigan Avenue, Chicago, Illinois 
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Colorade Scene 
of Agents Meet 


(CONTINUED FROM PAGE 5) 


tracts. He made several illustrations 
and comparisons. He said that all com- 
petition should be reduced to the per 
dollar of premium basis and that what 
the dollar bought and not merely the 
provisions of a particular policy con- 
tract should be studied. 

Gilbert Knudtson of Los Angeles gave 
the fixed selling talk that he has found 
to be most successful with business and 
professional men. He also spoke on in- 
surance programming, saying that it 
can not be done hastily, but that it is 
important to go into it in detail. He 
said that any agent should be willing to 
spend $100 in preparing every such case 
and if unwilling to, should not go in 
for insurance programming. 


Massachusetts Man Speaks 


William F, Larsen, general agent at 
Springfield, Mass., spoke on “What We 
Emphasize in Our Agency.” The four 
points are, integrity, training, industry 
and the rewards of the business. In 
discussing the last point Mr. Larsen said 
that life insurance is the only business 
in which one may work for ten, 20 or 
30 years, quit and have an income large 
enough to provide a good living for an- 
other ten years. 

David Anderson of Chicago told of 
his 23 years with the company, recalling 
the early days. Frank W. Bland, Pa- 
cific Coast manager of THe NATIONAL 
UNDERWRITER, concluded the morning 
session with a demonstration of an or- 
ganized selling talk to be used in selling 
educational policies. 

Vice-president A. B. Slattengren pre- 
sided at the second morning session and 
was the first speaker with his talk on 
“How to obtain prospects.” 

Definition of “Prospect” 


He said that the importance of secur- 
ing prospects cannot be overempha- 


THE NATIONAL 
sized. It is the basis of life insurance 
success. No business can be written 


by the agent who is without prospects. 
Mr. Slattengren defined a prospect as 
one who has a need for life insurance, 
the ability to pay for it, and who can 
pass a physical and moral investigation. 
He should also have ambition and sense 
of responsibility. 
Advocates Cold Canvass 


Prospects in fairly large numbers may 
frequently be found through cold can- 
vassing, Mr. Slattengren said, even 
though a cold canvass does not result 
in business on the first interview. The 
cold canvass is a means of unearthing 
new and often unexpected prospects. 
The endless chain system should be em- 
ployed, and friends should be asked for 
names, as well as old policyholders. 

The important thing to remember is 
that anyone giving a few names invari- 
ably lists his closest friends or business 
acquaintances. Mr. Slattengren urged 
his hearers to ask for at least three ref- 
erences at the time of writing every ap- 
plication. It is often easier to obtain 
names then than later when the policy- 
holder’s interest has somewhat declined. 


Defines One Limitation 


Mr. Slattengren said that a prospect 
is not a prospect if he differs greatly 
from the agent in age, financial status, 
or cultural and educational background. 

Victor F. Pettric, general agent at 
Milwaukee, Wis., described the methods 
pursued by his agency, his talk being 
titled “It Costs a Lot to Be Different— 
But It Pays.” It is Mr. Pettric’s con- 
viction that the public is weary of a 
sing-song, uninspired presentation of 
life insurance. Instead he feels that the 
whole subject must be offered in a new 
and different way. He has spent much 
time and money in devising unusual 
letterheads, policy wallets, post cards, 
descriptive literature and pamphlets, all 
of which have a personal and individ- 
ual air. These he exhibited. He calls 
himself a life underwriter and not an 





insurance agent. He says that he does 





not sell life insurance, but simply helps 
men make financial plans in life. 

Mr. Pettric said there are five steps in 
making a sale—getting in, getting the 
application, getting the examination, de- 
livering the policy and completing the 
financial settlement. Mr. Pettric sells 
life insurance “on approval,” preferring 
to do his real selling after the policy 
has been issued and he is able to use it 
in going over the prospect’s needs. With 
the actual policy it is possible to make 
the prospect see what he is getting, and 


its value. 
Dr. Charles J. Rockwell, the widely 
known life insurance lecturer and 


teacher, concluded the session with his 
exposition of “Ten Essentials of Suc- 
cess in Selling.” Dr. Rockwell was, as 
always, convincing, forceful and clear in 
what he said. 


Exhibits President's Trophy 


At the annual banquet, at which he 
presided, President Olson exhibited the 
“Presidents Trophy,” a handsome sil- 
ver loving cup. The agency activities 
of the Mutual Trust are divided in six 
divisions, and President Olson ex- 
plained that the division which leads in 
production for the next four months 
will be awarded the cup, but only tem- 
porarily. 

The division having the largest pro- 
duction in the next four months will 
have the cup transferred to it, and so 
on. The division which wins the cup 
four times may keep it permanently. 

Each of the divisional heads spoke 
and predicted victory for his organiza- 
tion. Vice-presidents Carl A. Peterson 
and A. B. Slattengren both have charge 
of agency divisions. The other divi- 
sional heads who spoke were C. W. 
Noble of Chicago; L. R. Lunoe of Bos- 
ton, New England manager: Gilbert 
Knudtson, of Los Angeles, Pacific Coast 
manager, and John H. Ehn, general 
agent at Hartford, Conn. 

Mrs. Albert 
a group of songs in a 
voice. Mrs. William F. 


Gordon of Boston sang 
g 


rich soprano 
Larsen, wife 





of the general agent at Sprincfiel 
Mass., gave two interpretative readings 
The chief speaker at the banquet wa 
Dr. Rockwell. 

The final 
general agents only. 
was “The Selecting, Training apy 
Supervising of Sub-Agents by Gener, 
Agents.” C. W. Noble, Illinois 
ager, presided. O. I. 
eral agent at Minneapolis, was the firs 
speaker. He said that he secured ty 
thirds of his new agents from persona 
contacts, and from men in his agence 
Advertising for agents, he has {found 
does not pay, no matter what kind 


advertising is done. Successful me 
should be sought, but not those 4 
highly placed. College men, he aj 


are too young and too thin-skinned 
Can Get Industrial Men 


John H. Ehn, Hartford general agen 
said that many good men may be re. 
cruited from the ranks of the industri, 
companies, just at this time. Industria 
policyholders have been harder hit } 





the present depression than any others 
with the result that industrial agent 
are having the greatest difficulty 


making collections and selling new busi- 
ness. They can be interested in mak- 
ing a connection that enables them ¢ 
operate among a better class of pros- 
pects. 

L. R. Lunoe, New England manager 
said that the new agent must be sol 
the idea of life insurance and not the 
company. Confidence should be the 
basis of the agent’s whole connection 
Mr. Lunoe said that it is no trick to get 
as many new agents as may be wanted 
but it is not so easy to train then 
Most general agents, he declared 
should take much more time in training 
their new men than they do. 


Noble Summarizes Points 


C. W. Noble summed up the ai- 
dresses that had been made. He advo- 
cated selling life insurance as property 
as outlined in “The Essentials of Life 
Underwriting” published by “The Dia- 








NOW UNDER WAY 


REPRESENTATIVES ARE NOW BEING SELECTED FOR 
PERMANENT APPOINTMENT IN CHOICE TERRITORY 


GET IN ON THE BENEFITS THIS PROGRAM PROVIDES 


FOR FURTHER INFORMATION WRITE TO 
DR. F. H. SCHOLLE, MANAGER OF AGENCIES 


NORTHERN STATES LIFE INSURANCE 


(IN THE GREAT CHICAGO - CALUMET DISTRICT) 


— INDIANA 


EXPANSION PROGRAM | 
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mond Life Bulletins.” That means not 
selling competitively. The agent who 
sells competitively questions the pros- 
pect’s judgment in connection with in- 
surance previously purchased. 

President Olson closed the meeting. 
He said that a general agency is sim- 
miniature home office and that 





” 


ply a 
every general agent should have that 
sicture of the business. The general 


ent is the company in his own terri- 
any. This being true, the general 
agent should work at least as hard as 
in the home office. 


those 


Plan Gala Week 
in New England 


(CONTINUED FROM PAGE 7) 


and for dinner the 
with 


tain in Vermont, 
arty will stop at Montpelier, Vt., 
the National Life acting as host. 
On Thursday the party will cross the 
Connecticut river into New Hampshire 
on its way through the White moun- 
tains to Bretton Woods. The lunch- 
eon stop will be the Mount Washing- 
ton Hotel at Bretton Woods, after 
which the trip will continue through 
the heart of the White mountains, past 
the Presidential range, through Craw- 
ford Notch and into the lake region 
of Maine to Poland Springs for the stop 
that night. The program arranged by 
the committee at Poland Springs in- 
cludes the annual celebration by the 
“Pamunkey Indians.” 
Guests of Boston Companies 


From Poland Springs the trip on Fri- 
day will continue down through Maine, 
passing through Portland and along the 
beaches of lower Maine, with the stop 
at noon for lunch being made at the 
Hotel Rockingham at Portsmouth, N. 
H. During the afternoon the tour will 
proceed through the shore resorts of 
New Hampshire and into Massachu- 
setts, now celebrating its tercentenary. 
Before reaching the New Ocean House 
at Swampscott, Mass., where the party 
will be guests at dinner of the Boston 
insurance companies, headed by Ed- 
wd C. Stone, United States manager 

f the E mployers Liability, as chairman 
of the committee in charge, the tour 
will continue through Gloucester, home 
port of the fishing fleet; Salem, locale 
of Nathaniel Hawthorne’s stories and 
Salem witchcraft, and Marblehead, the 
birthplace of the American navy. 

Will Visit Historic Spots 


The Saturday tour will include a trip 
through country rich in historic sites, 
as it will pass through Lexington, the 
scene of the famous Revolutionary 
battle; Concord, the location of the Old 
North Bridge at which the Minute Men 
resisted the advance of the British, and 
thence to Providence where the tour 
will be brought to a close with a lunch- 
ton at the Squantum Club, in charge 
t a committee of Rhode Island insur- 
ance company representatives acting as 


host. United States Senator Felix He- 
bert of Rhode Island is president of the 
general committee in charge of the 
Providence arrangements, while E. G. 
Pieper, president Rhode Island Fire, 
is treasurer and chairman of the enter- 
‘amment committee, and Clinton  C. 
Vhite, secretary of the Puritan Life 
and Jean M. Legris, secretary of the 
Financial Mutual Group, in charge of 


transportation. 
Surprising Mutual Trust 
Mark Based on Hard Work 


(CONTINUED FROM PAGE 7) 


for the conspicuous, Mr. Olson is of 
sitive convictions. He insists that the 
‘en of the Mutual Trust, both in the 


Home office and field, be honest, hard- 
vorking, in deadly earnest about what 
t ‘ty are doing, and non-spectacular. 

.. He will not tolerate high pressure tac- 
*s Or pyrotechnics of any kind. He 
's convinced that success is the result 

plain hardwork, constant application 
and plenty of self confidence. He be- 
‘eves in the homely virtues and in his 





talks to agents refers frequently to 
Abraham Lincoln, and the hardships he 
had to overcome. 

Without perhaps intending to, he has 
set the working pace for the entire 
home office staff. He is in his office 
every morning by 8 o'clock, and does 
not leave until nearly 5:30. He puts 
in a long, hard day—every day. It is 
not done with an air of martyrdom, Mr. 
Olson believes that he could not prop- 
erly administer the affairs of the com- 
pany in a shorter working day, and 
would probably be surprised to learn 
that other company presidents do. 

And so the “secret” 





of the success of | working, 
the Mutual Trust Life is no secret at strutting; 


E “DI TION 
all. The company is, in the language 
of a famous American sage, “but the 


lengthened shadow of a man,” in this 
case a man whose success formula is as 
simple and fundamental anything 
could be. 

As the 


as 


has 
a group 


company has grown he 
gathered about him gradually 
of men with characteristics and con- 
victions similar to his own. Guided by 
the principles of industry and economy 
to which Mr. Olson so rigidly adheres, 
these men are building the Mutual Trust 
solidly and _ substantially. They are 
not talking; performing, not 
setting the example in hard 





not applying the lash to 


force. 


work, 
agency 


Pesuiler | Request Made 


President Moorehouse of Drake Uni- 
versity at Des Moines has adopted a 
unique method to build up an endow- 
ment. He has sent to presidents of a 
number of insurance companies a letter 
requesting them to give one share of 
stock to Drake University to be held in 
trust for 50 years and only the income 
used. This is to be a permanent en- 
dowment fund. President Moorehouse 
is seeking this favor from 1,000 differ- 
ent corporations. 











What else? 


policy owner’s 





Financial strength ? 
An agency contract as generous as you could make it? 
department to furnish sales helps and do training work in the field? 
List the things you would want your company to be. 


Suppose You Were 


President— 


If you were the executive head of a life company, empowered 
to make it an ideal organization from the fieldman’s point of view, 
what would you require of your ideal company? 


The Franklin has tried to be that kind of a company—alert, 
four-square, sound to the core, and open-minded in regard to the 
wants and the fieldman’s 
forty-six years of trying The Franklin has succeeded in meeting 
most of the requirements of “field ideals.” 


THE FRANKLIN LIFE 
INSURANCE COMPANY 


Springfield, Illinois 


A complete line of strong-appeal policies? 


point of view. 


A special 


And in its 

















COLORADO—— ILLINOIS———- INDIANA———- IOWA 


ARKANSAS——CALIFORNIA— 


0. W. JOHNSON, President 
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134 North La Salle Street, Chicago 


KANSAS———K ENTUCK Y———- MICHIGAN MINNESOTA——-MISSOURI 


‘“‘INDEPENDENCE FOR DEPENDENTS’’ 


Request details for our remunerative contracts for 


AGENCY MANAGERS FOR 
PENNSYLVANIA, OHIO, WEST VIRGINIA, ILLINOIS, INDIANA, COLORADO 


You will benefit by our special attention now to these States 


SECURITY LIFE INSURANCE COMPANY OF AMERICA 





VNIIOZVD HLUON 


S. W. GOSS, Vice-President 
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Lack of Incentive Is Noted 


One of the companies in commenting on 
the business conditions and showing how 
life insurance men have a greater oppor- 
tunity to write insurance than they had 
before, takes the position that it is the 
lack of incentive to buy rather than lack 
of means to buy that has slowed up busi- 
In the opinion of this company the 
people were pretty well “fed up” on so- 
called luxuries such as automobiles, radio 
vacuum cleaners, kitchen cabinets, 
and so on, They have bought these com- 
modities freely. These articles were 
comparatively new. The depression struck 
us and evidently the owners felt that there 
was no need to buy new or additional 
commodities. 

The TRAVELERS cites the fact that there 
was a big volume of business done by the 


ness. 


sets, 


manufacturers of automatic refrigerators 
during the first half of this year. In its 
opinion people have plenty of money to 
buy the things they really want or need. 
They have to be convinced that they are 
needed. The position is taken that about 
one man in 100 has as much life insurance 
as he really needs to properly protect his 
interests. The TraAvecers feels that the 
saturation point in life insurance has by 
no means been reached and will not for 
decades in the future. 

After all the life insurance man who 
is working intelligently among people 
who have the money to buy insurance is 
doing business. He may have to work 
harder these days but he is getting the 
results if he continues to put in good 
licks. 


Terrific Shrinkage in Estates 


Aaron vE Corpova, according to the 
Philadelphia “Public Ledger,” was for 
40 years a broker in Wall street. Last 
October he died, leaving a net estate 
of more than $500,000. His five brothers 
and one sister were to receive $33,284 
each. Ten days after his death the 
stock market crashed. The transfer tax 
appraisal as filed now reveals that these 
beneficiaries will receive nothing, but 
oddly in addition will be required to 


pay $746 each in inheritance taxes. 
This shows the tremendous possible 
shrinkage in estates if there is a re- 
cession in the stock market. In this 
case a man thought he was doing a 
wonderful thing to leave his brothers 
and sister a goodly amount of money. 
The estate not only vanished but left 
each one with an obligation to pay the 
government. There is no shrinkage in 
a life insurance estate. 


Effect of Double Indemnity Provision 


Tue double indemnity provision in 
life insurance policies is making itself 
felt. Last year claim payments from 
double indemnity provisions connected 
with life policies alone increased over 
67 per cent. The increase is probably 
due very largely to the number of automo- 


bile accidents mounting. The highest in- 
crease in accident mortality is found 
among middle aged men. Double in- 
demnity is becoming more and more 
popular because the agents are pushing 
it hard and are realizing the opportu- 
nities that it offers. 


Dropping Out the Inefficient 


DurincG these times when organizations 
are studying economy more than they have 
in the past and are tutting down their 
over-head, the least efficient employes are 
being dropped out. A paragrapher re- 
marked that some people go to work only 


when every other resource has failed to 
produce a living. A person who has a 
position these days should be truly thank- 
ful. If he has a position he should use 
every means to justify his continuance 
in that post. 








Fred Carter, who was the first gen- 
eral agent appointed by the American 
Security Life of Birmingham, is as al- 
ready announced the first life man in 
Alabama to secure the C. L. U. degree. 
He was born in Birmingham in August, 
1903, attended Alabama Polytechnic In- 
stitute, and later went to Howard Col- 
lege, where he graduated in 1925. In 
1927 he became an agent for the Amer- 
ican Central Life. He had been asso- 
ciated with President Edmundson of the 
American Security Life when the latter 
was with the American Central and 
hence Mr. Carter was appointed the first 
general agent. In January this year at 
the request of Mr. Carter the American 
Security inaugurated a school to train 
members of his agency for the C. L. U. 
degree. The entire class was unable to 
complete the course before the examina- 
tion but Mr. Carter went ahead and 
passed. 

Kellogg Van Winkle, manager of the 
southern California agency of the Equit- 
able Life of New York at Los Angeles 
known as the Van Winkle agency, who 
has been absent for three months on a 
trip abroad, accompanied by his family, 
sailed for home Aug. 28 from Paris, 
and is scheduled to land in New York 
Sept. 6. He will remain in the east a 
few weeks, visiting the home office and 
later attending the managerial confer- 
ence of the Equitable which will be held 
at French Lick, Ind., Sept. 18-20. On 
his return trip he will attend the regional 
agency conference at Catalina Sept. 26- 
28, at which Frank L. Jones, executive 
vice-president; William H. Glines, su- 
perintendent of agencies western de- 
partment, and Ed White, group super- 
visor western department, will speak. 
The Van Winkle agency will conduct a 
drive in his honor Sept. 1-23, with a 
mark of $3,000,000. 

C. I. D. Moore, vice-president Pacific 
Mutual Life, who has been away from 
his office for some months on account 
of illness, has returned to his desk and 
reports he is in “as good shape as ever 
and quite fit for usual work.” As this 
is the first illness in a residence of 
nearly 40 years in California, which has 
overtaken Mr. Moore, it is not difficult 
to believe his experience was somewhat 
irksome to him. His recovery is be- 
lieved to be complete. 

Every person, man or woman, with 
a job is a possible prospect for a retire- 
ment annuity, Vash Young of the 
Equitable Life’s New York staff points 
out. This is so, he said, because every 
one who works is, or at least should be, 
interested in providing an income dur- 
ing the time when the demand for his 
services may have ceased. The great 
number of competent middle aged per- 
sons who are now without work illus- 
trates, according to Mr. Young, the 
value of the annuity plan. 

Mr. Young pointed out that it would 
require $24,000 invested at 5 percent 
to produce the same income which a 
person earning $100 a month makes. 
“What chance,” he asked, “has a per- 
son on such a salary of accumulating 
$24,000 through investments to produce 
income during the time he may no 
longer be wanted in business? The only 
chance he has is through a retirement 
annuity plan.” 


Intelligence about Alfred MacArthur, 
president the Central Life of Illinois, is 
appearing with great regularity these 
days in a column “This Gala World,” 
which is edited by June Provines in the 
Chicago “Daily News.” Mr. MacAr- 
thur’s young son, it appears, from “This 
Gala World” was once entertained by 
Ruth Draper, the famous impersonator, 
who was visiting at the MacArthur 
home. The boy wandered into Miss 
Draper’s room and she lavished her pro- 
fessional talent on the youngster for 





several hours. The latest news about 


Mr. MacArthur, as gleaned from “T) 
Gala World” 


trip to Mexico in September. Mr. Ma 
Arthur is a favorite among newspape 
columnists. He is frequently mentiong 


in “A Column or Less” conducted | 

Ashton Stevens in the Chicago “Her, 

& Examiner.” 
Freeman J. Wood, 
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He 


own agency 


age and develope 
into a strong per. 


years ago he wer 
with 
Life, U. S. A, in 
South Dakota, the: 
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manager for south 
ern Minnesota ani 
South Dakota z# 
Minneapolis. He 
was brought to Chicago in 1927 as; 
member of the home office staff. He 
has been agency supervisor, working 
under Vice-Presdient Walter E. Web) 

C. Vivian Anderson, president of t 
Life Underwriters Association of Ci 
cinnati and member of the Provider 
Mutual agency there, will speak at 
annual convention of the Financial A 
vertising Association in Louisville, Sex 
17-20. 





J. WooD 


F. 


C. F. Williams, vice-president of t 
Western & Southern Life, has return 
from a six-weeks’ vacation in Europe. 

Miss Edna M. Powell of the actuarz 
department of the Pacific Mutual Lit 
has been appointed an assistant sectt 
tary. She has been with the compa 
since 1911. 

The home office of the Inter-Souther 
Life was represented at the funeral 


General Agent C. H. Blackwell ¢ 
Evansville, Ind. There were preset 
from Louisville Secretary C. B. Norde 


man, Vice-President W. W. — an 
Assistant Vice-President A. Han 
mond. A number of agents Ba pres 
ent. Mr. Blackwell carried $30,000 ' 
insurance of which $21,000 was in 
Inter-Southern Life. 

Vernon L. Thompson, vice-presi(:’ 
in charge of agencies of the Pyrai 
Life, has been chosen director of © 
Little Rock community chest annie 
drive. 


Ernest Henry "Bissett, Winnipés 
branch manager for the Mutual Life 
Canada, died recently at the age o™ 
He was city manager of Cana 
Life in Toronto before going to Win 
peg for the Mutual in 1912. 


the 


Col. H. K. Cassidy, who becomes ma" 
ager of agencies at ae home office ‘ 
the Inter-Southern Life, has been 
general agent at Wichita, Kan. 5 
1926. He has taken particular pride * 
his renewal record. He has persomé 
produced $1,000,000 of business by - 
ing up his agency. He is a native of F 
Scott, Kan., graduating from the Wie 
ita high school, Fairmount cae 
Ottawa University. He was 1! 
world war and was cited for bravery 
leading a patrol which entered the " 
of the enemy. After the war he wa * 
sistant sales manager for the Ces 
Lamp Company. When Mr. Cole® 
acquired the controlling interest of t “* 


since 





National Savings Life, Mr. Cassidy ' 


a 
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came an officer remaining with it until 
he was made general agent of the Inter- 
Southern. 


President W. T. ” Grant of the Busi- 
ness Men’s Assurance of Kansas City, 
his fellow officers and directors are hosts 
Friday of this week at the formal open- 
ng of its new home office in the Union 
Station plaza. A large number of peo- 
cle are expected to be present and look 

er the new quarters. 

L. J. Treanor, for eight years chief 
examiner of the Michigan insurance de- 
partment, has assumed his new duties as 
second vice-president of the Michigan 
Life, of Detroit. Mr. Treanor joined 
the Michigan department as an examiner 
2 years ago. 

Elon S. Clark and H. W. Moore, To- 
peka, Kan., general agents for Mutual 
Life of New York, have announced the 
etirement of Miss Jessie Stewart, chief 
vlerk of the general agency. Miss 
Stewart has been with the Kansas gen- 
eral agency for 30 years, starting as a 
fling clerk, then cashier and lately in 
marge of all applications which the 
agency handled. 


J. Chambers Bristow, general agent at 
Richmond for the Home Life of New 
York, is receiving expressions of sym- 


pathy from his many friends in the in- 
surance fraternity as a result of the death 
of his wife, Mrs. Callie Mercer Bristow, 
last week, following a protracted illness. 

Walter Pierce, for several years a mil- 
lion dollar producer with the Massachu- 
setts Mutual in Miami, Fla., is now as- 
sociated with the Charles B. Richardson 
agency of the Massachusetts Mutual at 
Richmond. 


George S. Robertson, secretary-treas- 
urer of the Baltimore Life Underwriters 
Association, is to be honored with a dec- 
oration by Poland in the near future for 
the part he took in the celebration in 
3altimore last fall in honor of Count 
Pulaski the Polish patriot who played 
an important part in the American Revo- 
lution. 

Frank P. Ebertz, general agent of the 
National Life of Vermont at San Fran- 
cisco, and Mrs. Ebertz will celebrate 
their 25th wedding anniversary Sept. 6. 
Mr. Ebertz is prominent in life insur- 
ance circles of this territory and last 
year served as president of the San 
Francisco Life Underwriters Associa- 
tion. 


C. A. Ferrill, general agent of the At- 


lantic Life at Columbus, Miss., died last 





week. He was 53 years old. 








—— 





| LIFE AGENCY CHANGES 














Warner Now General Agent 


Takes Philadelphia Post for Atlantic 
Life Upon Resignation From 


Marsh & McLennan 


William S. Warner has been appointed 

general agent at Philadelphia for the 
\tlantic Life. For the past five years 
he had been manager of the life depart- 
ment of Marsh & McLennan in New 
York. After being manager for the 
lravelers at Kansas City for a time, 
he was transferred to New York, be- 
ming associated with its metropoli- 
tan office there. Later he became man- 
ager of one of its branches there when 
the office was split into branches, going 
irom that position to Marsh & McLen- 
nan His territory, in addition to the 
ity of Philadelphia, will include contigu- 
us counties in Pennsylvania and also 
Camden county, N. J. His offices are 
it 1616 Walnut street. 


Waldron Joins Penn Mutual 


Romayne M. Waldron, who has had 
lourteen years of experience with the 
Bankers’ Life of Iowa, has been ap- 
inted a manager in Washington, D. 
lor the Penn Mutual. From 1916 
inti 1928 Mr. Waldron served as gen- 
tal agent for the District of Columbia 
Maryland for the Bankers’ Life. 
since then he has been assistant to the 
wanager of the Bankers’ Life in New 
‘ork. He is a graduate of the Univer- 
Georgia. During the war he 
service with the flying corps. 


r of 


Frank C. Miles 


rank C. Miles has been appointed 
Manager of the life department in 
ental Ase branch office by the Con- 
. ssurance of Chicago. He for- 
tly for about five years was assistant 
nanag Ser for the Travelers there, and 
= ah was a traveling represent- 
mot fr _. P. aramount- Famous Play- 
Schr ~ Corporation. Walker O. 
' ie » who has been manager of the 
the beutment for a year, is leaving 
sin€éss to take over a_ business 
merly operated by his father. 


the 








i C. B. Cooper 


evel ag B. Cooper has been made 
Continentol at Houston, Tex., for the 
native of T fe of St. Louis. He is a 
ennessee and attended Van- 











derbilt University. He served as a cap- 
tain during the world war. 





Life Agency Notes 











The Penn Mutual Life has appointed 
Ernest Hobson district agent with offices 
at 516 Bondi building, Galesburg, Il. 

i 

The Wisconsin National Life has ap- 
pointed Evan A. Humphreys general 
agent at Quincy, Il. 

* * * 

Simon Fox, home office supervisor of 
the Western & Southern Life, has been 
placed in charge of the Louisville East 
district office. 

* * * 

The Manufacturers Life has opened a 
brokerage department in the Montreal 
south branch under the management of 
H. J. Benoit. 

*x* * * 

Nathan Eilbott, agent since 1926, has 
been appointed assistant manager for 
the Metropolitan Life in Little Rock, 
Ark, 

*x* * * 

J. W. Thomas has been made manager 
of the Rochester office and E. D. Siddall 
manager of the Niagara Falls office of 
the Buffalo agency of the Security Mu- 
tual Life of Binghamton. 

en 6 

R. J. Wilson has been appointed dis- 
trict manager for the Union Central Life 
in eight northern Iowa counties. He 
has been representing the Prudential in 
Mason City, Ia., for eight years and will 
be succeeded by Alfred DeWilde, Water- 
loo, as assistant superintendent. 

ses 

R. R. Rust, formerly connected with 
the Provident Life as development agent, 
has opened offices in the Little building, 
Bismarck, for the Sun Life of Canada. 
Associated with Mr. Rust will be H. 
D. Cunningham, who was also formerly 
connected with the Provident Life. Mr. 
Rust was in the insurance business in 
Iowa before coming to North Dakota. 

-*_. f 

R. J. Wilson, who has been with the 
Prudential for eight years at Mason City, 
Ia., has resigned to become district 
manager for the Union Central. Alfred 
DeWilde, Waterloo, Ia., is Mr. Wilson's 
successor. 

WwW. G. Palmer of Oklahoma was the 
leading personal producer of the Ameri- 
can National of St. Louis, Mo., during 
July, having a comfortable margin over 
F. W. Smelser of Kentucky im second 
place and W. F. Martin of Oklahoma 
who ranked third. 





BIG 
TEN 


The highest honor offered by NYNL to its fieldmen is 








membership in its Big Ten. The Big Ten are the agents 
who rank highest in a point contest. . . points being 
awarded for volume of production, conservation of bus- 
iness, settlements with application, self improvement, etc. 

The Big Ten are winners of a penthalon . . . they are 


all-round life underwriters. For the Club year just com- 


pleted NYNL’s Big Ten are: 


E. C. Henkel 
Howard W. Yerxa 
W. O. Westafer 
E. N. Ney 

C. R. Rothenberg 
E. E. Moore 

C. D. Ford 

O. W. Veth 

S. J. Nadel 

F. H. Collins 


NORTHWESTERN NATIONAL 
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O. J. ARNOLD, Pacsiocnt 
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OPPORTUNITY 
BECKONS 


Men of ability and character who are willing 
to give all they have to the organization and 
development of territory in the services of the 


SPRINGFIELD LIFE 


who are ambitious to enlarge their personal 
income, are invited to get in touch with us. 


All Standard Policies Written 


$1.00 A MONTH 


Buys regular Old Line Ordinary Life Insur- 
ance for both children and adults. 


BIG MONEY FOR THE GO-GETTER 


Send your inquiry direct to 
A. L. HEREFORD, President 


SPRINGFIELD 
LIFE INSURANCE CO. 


SPRINGFIELD, ILLINOIS 

















AS WE SERVE 
WE PROGRESS 











Insurance in Force 


1923 One Billion 
1927 One Billion and a Half 


1930 Two Billions 











MASSACHUSETTS MUTU 
LIFE INSURANCE COMPA 


SPRINGFIELD, MASSACHUSETTS 
Organized 1851 








EASTERN STATES ACTIVITIES 








Novel Plan in Combination 
Investment Proposition Combined With 
Life Insurance Offered by Financial 
Independence Founders 








A novel plan of estate accumulation 
and appreciation, combined with life 
insurance protection, is being offered by 
Financial Independence Founders, 
Chrysler building, New York. 

The corporation issues share certifi- 
cates which, through Corporate Trust 
Shares, a fixed investment trust, repre- 
sents a participating common stock 
ownership in 28 of the largest basic 
American industries, such as American 
Telephone & Telegraph, Consolidated 
Gas, Pennsylvania Railroad, New York 
Central Railroad, United States Steel 
and 23 others of like calibre. 

The certificates may be purchased on 
a periodic installment basis with pay- 
ments as low as $10 monthly over a 
period of ten years. The life insurance 





protection covers the unpaid balance 


each certi 


ination, 


carried by 


line comp 


The cost of the premiums is include 


ficate. 


two of 
anies. 


This insurance rote. 
tion is obtained without medical exap. 
except in special cases, and 
the prominent oli. 


in the fixed charges and is but 


tion of the cost of ordinary life 
since it is effected through 


ance, 


cial group policy. 
A surety bond issued by the Nat 


Surety is provided to protect the inves 


or’s money between its receipt | 


company and a deposit of the C 


Trust 


of Finan 


Shares 
Company of New York, 
Independence Founder: 
The officers of the company 


with 


cial 


the Empire Trys 


the depositor 


ward W. Eric, president and treasure; 


Charles T. 


dent; Waldorf B. Welton, second vice. 
president; Gordon S. P. Kleeberg, se. 
retary; Oswald Jacoby, assistant treas 
urer. Mr. Jacoby was for a number 
years an actuary connected wit! 


Abeles, Jr., 


Metropolitan Life. 


first vic ~ Presi 
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CENTRAL WESTERN STATES 








Has More Aggressive Policy 





Pacific Mutual Life Is Pushing Out 
Extensively in the Middle West- 
ern States 





The Pacific Mutual Life is making it- 
self more aggressive in the central west- 
ern and eastern fields as a systematic 
campaign is being carried on to estab- 
lish new general agencies and extend its 
plant. Frank D. Cummings and Ed- 
ward E. Henderson are both agency 
supervisors for eastern territory and are 
working in various states cultivating the 
field, travelling out of Chicago. Mr. 
Cummings was formerly general agent 
of the Pacific Mutual at Minneapolis 
and prior to that was unit manager of 
the Equitable Life of New York in De- 


troit. Mr. Henderson was formerly 
connected with the Russell general 
agency of the Pacific Mutual at Los 
Angeles. 


Livingston Seeks to End 
Subterfuge for Rebating 





Commissioner Livingston of Michi- 
gan, in a ruling, has attempted to spike 
the practice of selling life insurance 
wholesale by appointing fictitious agents. 
Unless an agent has paid for $10,000 in 
business on at least four lives, Com- 
missioner Livingston rules that life in- 
surance companies in that state may 
not pay agents commissions on their 
own lives, on the lives of their employ- 
ers, partners or relatives. 


One Company Fined 


Recently the Michigan department 
fined a company which issued a policy 
on an executive before the agency li- 
cense for his young woman secretary, 
who was to share the commission with 
the agent who handled the business, had 
been issued by the department. 





Aetna Agency in Outing 


The S. T. Whatley agency of the 
Aetna Life in Chicago held its annual 
field day, Aug. 28 at the Biltmore coun- 
try club, the biggest and most successful 
in the agency’s history. Rudy LeBoy 
handled the golf tournament in the after- 
noon and P. D. Smith pulled off some 
real matches in tennis, both morning 
and afternoon. Barnyard golf was made 
very popular through the wise planning 
of James Ledy. Those who were able 











to walk by 5:30 played a real game of 





indoor baseball, in charge of D. C. Free. 
After the banquet, entertainmer 
was furnished by versatile members ¢ 
y, this feature being in charg 
Prizes in the ve 
competitions were awarded. 
Thompson of Champaign held th e hor- 
ors for low gross in golf, and low ne 
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Seek Anniversary “Apps” 


Sixty applications in honor of his 60th 


birthday is the mark set by Miletus 
Garner, manager for the Ohio Stat 
Life in the branch office at Young: 


town, O., 
brating t 
branch. 

duced in 
the 


paign. 


latter 


at an agency 


he fifth 


The 60 “apps” 
Aug. 
being 
Manager Garner is to give his agents 
a dinner at the end of the short cam 


the period 
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16-Sept. 3 


his _ birthday 


Northwestern Mutual’s Exhibit 


The Northwestern Mutual 
Milwaukee in 
exhibits at the Wisconsin State 
Milwaukee Aug. 
protection of insurance and its 
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the outstanding 
Fair 2 
visualized th 
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spread attention because of its omg 
nality. 

Educational income needs as cat 
for by life insurance were emphaswtt 
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grees of education. 
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Charles 


Blackman 
Berg, MacDougal and Wiggir- 
ton won the prizes for horseshoe pitc- 
Fifty-eight men were present. 
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ithe exhibit was “Your Children Need 
‘ot Be Underprivileged.” 





Strong Now With Thurman 


W. B. Strong, manager of the home 
fice agency of the National Life, U. 
s A. at Chicago, has resigned to enter 
ihe general agency of the New England 
\utual there under E. B. Thurman as 
, personal producer. Mr. Strong has 
had about six years’ life insurance ex- 
serience, all in Chicago. Before going 
with the National Life he was in the 

































ae Mexander E, Patterson agency of the 
h a Penn Mutual, working up to supervisor. 
He is one of the large personal pro- 
Nat ducers of the city. 
e inve 
: Y “Mutual Benefit Bodies Licensed 
re Trovfl The Mt. Carmel Mutual Benefit of 
epositoryf/Mt. Carmel, Ill., has been licensed by 
‘ounder: Mithe Illinois department under the mu- 
are: Sefiiwal benefit act. John M. Phar of Mt. 
reasure:fCarmel is the main factor. The Wel- 
ice-pres. fare Mutual Benefit of Centralia, IIl., 
nd yi has also been licensed, the incorpora- 
erg, secfmtors begin George W., Minnie, Harold, 
nt trea [/Dale and Thelma Simcox of Patoka, 
imber Ill. 
with 
Monday Club Plan 
- The Albert E. Mielenz general agency 
for the Aetna Life in Wisconsin and 
Upper Michigan, has been working suc- 
___|icessfully with a “Monday Morning Club” 
in maintaining its production records at 
C. Freeffa good level. Membership in this club 
tainmer aes informal and requires only that the 
nbers gagents get out on calls and go after 
n chareim business early Monday morning. An 
the ym award is given each week for the spe- 
Charis cial business secured in this manner. 
the hor- — 
low ne Offers New Courses 
yo Two special courses on life insurance 
in bling fave been added to the curriculum of 
vent the school of commerce of Northwest- 
lackman ge t™ University at Chicago. Hugh A. 
Wiggin. Bone, district manager for the Equit- 
1 pitch: able Life of New York at Aurora, IIl., 
on is instructor in the “Economics of Life 
Insurance,” and Eugene T. Lothgren, 
assistant in the office of Hobart & Oates, 
»s” general agents Northwestern Mutual in 
_ ge Chicago, is instructor in the class on 
his 600% “Life Insurance Principles and Prac- 
Miletus MM tices.” The first course opens Sept. 18 
o Stat and will be held Thursday evenings 
Young: # irom 8:10 to 9:55 p. m., and the second 
ig cel MS course under Mr. Lothgren opens for 
of tM the second semester next February. 
be pr-@® Another educational undertaking in 
ept. ILM behalf of those ambitious to wear the 
irthday. MC. L. U. emblem is being sponsored by 
- agents the Chicago Central College of Com- 
rt cal merce of the Y. M. C. A. in conjunction 
with the Chicago Association of Life 
Underwriters, Sessions will be held 
chibit Thursday evenings from 6:00-7:50 be- 
ginning Sept. 16. The course is divided 
Life i @ sto three principal topics, function of 
standing MB € =insurance, policy-contracts and 
Fair 2 “les methods. Roy Davis, manager 
ced the % the Durham agency of the Central 
specift JM Life of Iowa, and a noted life insurance 
d wide MM cducator, will be the principal instructor. 
; orig 
Bankers’ Agents Meet 
sonal _Salesmen under W. H. Ferson, district 
—— agent for the Bankers Life in Shawano 
ing & ron met in Shawano, Wis., for a 
thet chool of instruction. H. C. Portwood, 
regional superintendent from the home 
—— ofiee; F. T, Johonson, Milwaukee 
wil agency manager; and E. C. Woepse, 
a agency superintendent from Manitowoc, 
h tre in the charge. 
; t10ns “ 
ai Business Up 20 Percent 
B.C An increase of approximately 20 per- 
bility ‘ent in new production has been record- 
ince ¢ so far this year by the Chicago 
ges ‘ranch office of the Continental Assur- 
1, “nce of Chicago. The department is 
i song at the rate of $4,000,000 a year. 
—~y a Western & Southern Life leaders 
Jack ant Su year in joint results are Assist- 
vd. clanath ne rencent J. H. Trattner, Cin- 
go Wheeli ark, and Agent E. L. Scott, 
— ing, W. Va. 























IN THE SOUTH AND SOUTHWEST 

















Ralph Gaston Agency Meets 





Policyholders Are Guests at Instructive 
Gathering Held by Oklahoma 
Office as Experiment. 





The Ralph Gaston & Sons agency 
of the Southland Life in Woodward, 
Okla., conducted an interesting and suc- 
cessful experiment by inviting policy- 
holders for an instructive program of 
life insurance and acting as host at a 
theater party after completion of the 
program. The meeting was addressed 
by O. E. Enfield, a professional lec- 
turer, whose subject was “The Child’s 
Right to Life,” and by Robert F. Short, 
head of the Southland Life school at 
Dallas, who discussed “The American 
Home and Its Relation to Life Insur- 
ance.” 


Construes Murder Clause 


The North Carolina supreme court 
has absolved the Jefferson Standard Life 
of the necessity of paying double in- 
demnity on the life of a policyholder 








The case was Mrs. 
Jefferson Standard 


who was murdered. 
Addie Jolley vs. 
Life. 

The plaintiff contended that although 
the policy excluded double liability if 
death should result from bodily injuries 
inflicted by another person, the incon- 
testable clause of the contract nullifies 
this exception. Among other citations 
the North Carolina supreme _ court 
quoted Woodbury vs. New York Life, 
N.Y.S., 357 in which it is stated that 
an ordinary incontestable clause cannot 
be used as a means of rewriting into the 
contract risks and hazards which the 
policy itself positively excluded. 


Lamar District Meeting 


Motion pictures of agents during a 
“floating convention” and_ interesting 
places visited featured the Alabama- 
Mississippi regional sales conference of 
the Lamar Life in Columbus, Miss. R. 
O. Hardy, superintendent of agents in 


the Columbus district, presided and 
talked on "Visual Selling.” ' 
Those from the home office who 


A. V. Gustafson, agency 
D. Owens, secretary, on 


talked were: 
director; W. 





“Conservation”; Rex B. Magee, adver 
tising manager, and Harry H. Graham, 
agency supervisor. Others on the pro- 
gram were: A. L. Flurry, agency su- 
pervisor; Montgomery, Ala.; N. C. Os- 





walt, general agent, Tuscaloosa, Ala., 
and J. E. Carty, special agent, Houston, 
Miss. 


Form Pollyana Club 


A Pollyanna Club, an organization of 
women who are related to or interested 
in Lamar Life agents, is being organ- 
ized by that company. This is part of 
a plan to increase the number of field 
representatives in consecutive weekly 
production clubs. 

Alford V. Gustavson, agency director 
has called upon all the agents to nomi- 
nate a woman member of the Pollyanna 
Club. After nominations are made, 
regular notices of the standings of the 
agents on the weekly production club 
list will be sent to the girl in the case. 





O. N. Harkey Sets Record 


O. N. Harkey of Plainview, Ark., who 
is connected with the Shackelford & 
Burnett agency of the Mid-Continent Life 
of Oklahoma City at Little Rock, hung 
up a record of $371,300 completed busi- 
ness in July, leading the company's en- 
tire field force and also establishing the 











Assets $19,000,000 


The Last Word 


. Retirement Annuities 

. Educational Endowments 

. Life Income Endowments 

. Continuous Monthly Income 
All policies participating 

. Juvenile with payor feature 

. Investment—2-Year Endowment 
. A $5,000 Special that sells itself 


. Family Income, either 10-Year or 20- 
Year 


If interested in a general agency write in confidence 


The Agency Department 
THE MIDLAND MUTUAL LIFE INSURANCE COMPANY 


COLUMBUS, OHIO 


In force $110,000,000 
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ON THE SQUARE 


A number of years ago a Life Insurance 
Company was organized by a group of men who 
believed the Life Underwriter worthy of the best 
and squarest of treatment. Today their represen- 
tatives receive the same square treatment. Their 
success and happiness come first and everything 


is done to insure this. 


If you are interested in a connection with a 
group of square shooters who are honestly inter- 
ested in YOUR success, it will pay you to be 


friendly with the 


PEOPLES LIFE INSURANCE CO. 


“The Friendly Company” 


FRANKFORT 


INDIANA 

















UNLIMITED OPPORTUNITIES 


You will like our liberal first- 
year and renewal commission 
contract direct with the home 
office. It gives you the right to 
sell men, women, and children 
real protection on a low-cost 
participating or non-participat- 








HOME OFFICE 








ing basis. 





Just glance over this list: 


Participating 

Non-Participating 

Sub-Standard Juvenile Policies 
Preferred Risk 6% Guaranteed 
Pay-Roll Deduction Income 


Monthly Premium Life Income 
Age Limits: 


Policies for Women Modified Life 
Child’s Educational Low Cost Term 


Double Indemnity 

Disability Income 

Premium Waiver 

Retirement 
Income 


1 Day to 65 Years 
Ask for further information 


JEFFERSON STANDARD 
LIFE INSURANCE COMPANY 


JULIAN PRICE 
President 


GREENSBORO 
North Carolina 


MORE THAN 365 MILLIONS IN FORCE 


company record for personal production 
in one month by an individual. Mr. 
Harkey in the past has headed the 
agency list many times. In addition to 
his large life insurance production he 
is a successful business man and banker. 





Officials Confer 
F. H. Perry, F. W. Hinckle and F. 


B. Letcher of Montgomery, Ala., exec- 
utives of the First National Life, have 
been in Biloxi, Miss., in conference with 
Thomas J. Grayson, Mississippi man- 
ager. Louis Myatt and Joseph Burle- 
son of Jackson joined the conference. 
Messrs. Perry and Hinckle motored to 
Troy, Ala., and suffered an automobile 
accident near Andalusia, Ala., in which 
they both suffered numerous scratches 
and bruises, but neither was seriously 
hurt. 





Jefferson Standard Outing 
Forty home office agency represen- 


—= 


tatives of the Jefferson Standard Li, 
enjoyed a three-day outing at Sway: 
boro, N. C., coast resort, last week-en 
as guests of W. H. Andrews, Jr., ma. 
ager. 


Bennett Rejoins Lorick & Vaiden 


T. F. (“Jack”) Bennett, who thre 
years ago resigned as agency superyisg 
for Lorick & Vaiden of Augusta, Geo. 
gia and Florida, general agents for th 
Missouri State Life, to become a loc 
producer for the Reliance Life, has rp. 
joined the general agency in the sam 
| capacity. 


Southern Notes 


Arthur Martin, 45, special agent fo 
the Lamar Life, died of heart trouble x 
his home in Clarksdale, Miss., recently, 

Court proceedings have been institute 
by stockholders in Birmingham asking 
the appointment of a receiver for th 
Booker T. Washington Life, a colore/ 
mutual aid organization. 














PACIFIC COAST 


AND MOUNTAIN ~ 











Continental Casualty and Continental 
Assurance Puts Leonard Grewe in 
Charge as Manager 





The Continental Assurance and Con- 
tinental Casualty of Chicago have 
opened a branch office in Seattle, lo- 
cated in the Joseph Vance building, 
with Leonard Grewe in charge as branch 
manager. The life department will be 
directed by Fred Schroeder who Jan. 1 
was appointed manager for the entire 
state of Washington. 

The branch covers Washington and 
Oregon territory and reports to Clayton 
Teasdale, vice-president at San Francisco 
in charge of Pacific Coast business. Life 
production under Mr. Schroeder's direc- 
tion has shown a substantial increase 
and it is expected that in the first year 
it will be more than $1,000,000 for the 
state of Washington. 





Great Republic Life Leaders 


Charles V. Geren, general agent at 
Santa Ana, Calif., for the Great Re- 
public Life, led the field in volume for 
July. He was closely followed by Wil- 
liam Waddle, agency supervisor of the 
home office agency of M. M. Waddle & 
Son, who lacked but $750 of tying the 
score with Mr. Geren. Gene Waddle, 
junior member of the agency firm, leads 
the company’s field in volume written 
for the vear to Aug. 1. 





Irish on Coast Visit 


Vice-President R. E. Irish of the Cen- 
tral Life of Chicago is on a trip to the 
far western agencies in the Pacific coast 
territory and will be gone until the first 
of October. 


Fidelity Mutual Men on Coast 


President Walter L. Talbot and Vice- 
president Frank H. Sykes, Fidelity Mu- 
tual Life are on a western agency tour, 
beginning at Spokane and taking in Se- 
attle, San Francisco and Los Angeles. 
Western Supervisor, W. J. Arnette of 
San Francisco will accompany the home 
office officials on their tour. 


Schmoll Goes to Coast 


Louis J. Schmoll, assistant secretary 
of the Metropolitan Life, has assumed 
the duties of manager of the ordinary 
department at the Pacific Coast head 
office. He has done some excellent 
work in organizing an ordinary depart- 
ment at the Canadian head office. 


Rules on Admission 


Montana has ruled that foreign life 
insurance companies of other states 
must show successful operation for at 
least one year in their home state be- 
fore they qualify to be licensed in Mon- 


























Opens Seattle Branch Office | Issues Simplified P olicies 





Oregon Life Puts Out New Line with 
Terms Expressed in Clear 
Language 





That there is a drift toward simplifica- 
tion in the text of life insurance policies 
and contracts of all kinds in indicated by 
the announcement that the Oregon My. 
tual Life, under the guidance of Execv- 
tive Vice-President W. C. Schuppel, has 
gotten out a set of contracts that are 
clear, explicit and free of circumlocution 
The verbosity and legal phraseology oi 
policies are difficult for the layman t 
comprehend and interpret in United 
States English. The time seems ripe for 
greater lucidity 

Since the announcement was mat 
that the Oregon Mutual Life had revised 
its contracts, the company has received re 
quests from all over the United States and 
Canada for sample policies so that they 
could be studied. One company has copied 
these contracts verbatim. The Oregor 
Mutual Life, of course, has preserved al 
its legal rights but it has eliminated a let 
of excess baggage and driftwood that are 
very much superfluous. 


Consolidated Occidental Offices 


The Seattle, Walla Walla, Spokane 
and Boise branch offices of the Occi- 
dental Life of Los Angeles will be con 
solidated under one head with the prin- 
cipal office in Portland, Ore. Ben Wood 
Boise manager, will become head of the 
Portland office. Mr. Wood has had 
charge of Idaho territory since the pur 
chase of the Idaho State Life. 

N. O. Thompson, f 





who for several 
years has been office manager in Boist 
becomes manager at Salt Lake City. 


VanWinkle Agency Ahead 


The Van Winkle agency of the Equi: 
able of New York in Los Angeles pait 
for $1,341,000 in July, as compared with 
$1,086,000 for the same month last year 
an increase of 25 percent. Premiums 
were $52,000, as compared with $35,00' 
in July, 1929. For the year to Aug. ! 
on paid basis, business is $2,000,000 aheaé 
of last year. During the absence of Kel 
logg Van Winkle in Europe the agenc 
is being conducted by D. C. Kemp, 
sistant manager. 


Form Holding Company 


PORTLAND, ORE., Sept. 4- 
Harry W. Spaw, formerly connecte¢ 
with Acme Life of Denver, has orga 
ized the Pacific States Underwriting 
Company, as a holding company for 4 
life insurance company to be establishe¢ 
here within the next six months or 4 
year. The life company will have ® 








tana. 


capital of $100,000 and surplus of $50,000 





















































September 


by begin an 
cold to Tals 
Officers 





jealer, and 
surance cc 
rominent | 


|nsurance 
Stephen 
ard of gi 
|nsurance 
dected a 
Board of 
Keesling, ; 
counsel of 
iso been 
hoard, wh 
rafting ot 


cisco. 


Sh 


Hundred 
eal agents 
the “open 
Lite on Se 
\gent Ber 
ew offices 
ank build 
The enti 
g is OCCU 
fices, wh 
sartments 
Frank I 
manager Pp 
It is expec 
). Hart a 
education, 
jollowing 
Colorado 








The FB 
nounces 1 
new addit 
contract, 
laximum 
remium, 
0-year p 
“ons ot 
“year p 
Should 
prior to 1 
fits face 
ncome | 
yearly rat 
until the 
y, wher 
ent and 
” paid 
alter the 
lies befo 
t the p 
the insur: 
annunity 
able mon 


V 
The \ 


Taised j 
Men wil 
women { 
“onal is 
béectancy 





5, 19% 
—== 
dard Lis 
t Swans. 
Week-enii. 
Jr., map. 


V aiden 


ho three 
UPer visor 
ta, Geor. 
S for the 
© a loc, 
, has re 
he Same 


Sent for 
‘ouble a 
ently, 


nstituted 
asking 
for the 


colore 





iplifica- 
Policies 
ated by 
m Mu- 
Execu- 
el, has 
lat are 
cution 
ogy « 

lan t 

United 
ipe for 


made 
evised 
red re- 
es and 
t ther 


Se we &. 


Centember 5. 1930 


») begin and trust certificates are being 
ld to raise these funds. 

Oficers and directors are: C. M. 
Senosky, Portland newspaper pub- 
isher, president; M. J. Sweeney, printer, 
vice-president; Dr. R. R. Straub, treas- 
ett, and Harry W. Spaw, secretary, and 
Gus C. Moser, general counsel, with 
ihn K. Leander, Portland automobile 
ealer, and Harvey Wells, former in- 
surance commissioner and head of a 
rominent local insurance agency. 


insurance Men on Charter Board 


Stephen Malatesta, member of the 
ard of governors of the San Francisco 
gsurance Brokers Exchange, has been 
dected a member of the Freeholders 
Board of San Francisco. Francis V. 
Keesling, vice-president and_ general 
counsel of the West Coast Life, has 
so been elected a member of this 
yard, which has as its purpose the 
rafting of a new charter for San Fran- 


cisco. 





Shapro in New Quarters 


Hundreds of policyholders, fellow gen- 

eal agents and friends were present at 
the “open house” of the Penn Mutual 
Lie on Sept. 2 to congratulate General 
vent Ben F. Shapro on his handsome 
ew offices in the new Pacific National 
ank building. 

The entire 11th floor of the new build- 
zg is occupied by executive and agency 
fices, while the cashier and medical de- 
sartments occupy the 10th. 

Frank L. Davis, western production 
manager participated in the ceremonies. 
ltis expected that Vice-President Hugh 
). Hart and Vincent Coffin, director of 
education, will make a trip to the coast, 
following the company’s convention at 
Colorado Springs. 


R. M. Buck in East 
R. M. Buck, superintendent of agents 
r the R. L. Carmack agency at Los 
ingeles of the Peoples Life of Frank- 
fort, Ind., and three leading producers, 
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Californians Write “App” 
a Week for Five Years 











A record of not missing a sin- 
gle week in five years without 
submitting one or more applica- 
tions, is the enviable distinction 
held by Elmer J. Gallagher of 
San Francisco and A. L. Sullen- 
ger of Eureka, Cal., members of 
the Arthur J. Hill California 
agency of the State Life of Indi- 
ana. 

Mr. Gallagher has not only 
maintained an “app-a-week” rec- 
ord for the past five years, but 
for the past three years and over 
has submitted at least two appli- 
cations every week. 

In 1929 Mr. Sullenger made an 
unusual app-a-day record by writ- 
ing 145 applications in 145 con- 
secutive working days. 











J. D. Arthur, E. L. Pratt and W. M. 
Scholfield, attended the company’s 
agency convention at the home office 
last week. 


Licensed in Oregon 


The United Pacific Life soon will ex- 
tend its activities into a second Pacific 
Coast state, it is stated by H. O. 
Fishback, Jr., vice-president. License 
to operate in Oregon has been filed. 
Operations in the Oregon territory will 
be conducted from a branch office to be 
established in Portland. 


Binder Reports Increase 


A 20 percent increase in premiums is 
shown by the San Francisco agency of 
the Massachusetts Mutual Life for the 
first seven months of this year, accord- 





Intelligent Progression 


The Mutual Benefit was organized in 
1845, and for upwards of eighty years 
has been administered by a succession of 
directors and officers whose conduct of 
its affairs has merited and received the 
confidence and approval of hundreds of 
thousands of policyholders. 

Not only has its history been marked 
by the fidelity, ability, and integrity of 
the officials who from time to time have 
been responsible for the Mutual Benefit's 
financial management, but the Mutual 
Benefit has also been distinguished 
throughout its history for intelligent 
progression in the provisions of its con- 
tracts which, with unbroken adherence 
to sound actuarial principles, have made 
the Mutual Benefit a leader in life insur- 
ance underwriting. 

As improvements in contracts have 
been developed, liberalizing their pro- 
visions, the new benefits have been uni- 
formly extended to earlier outstanding 
contracts, in-so-far as possible, thus se- 
curing to the earliest policyholders the 
benefits enjoyed by the latest. 


The Mutual Benefit 
Life Insurance Co. 
NEWARK, NEW JERSEY 














ing to H. A. Binder, general agent. 














___NEWS ABOUT LIFE POLICIES _ 








Policy Literature. Rate Books, etc. 


PRICE, $4.00 and $2.00 respectively. 





New Policies, enten Rates, Dividends, pes Values, and all Changes in 


| 
| 
Digest” and “Little Gem,” Published Annually in May and April respectively. | 


Supplementing the * ‘Unique Manual- 











Has Family Protection Form 





Brooklyn National Life Announces the 
Issuance of a New Policy 
on Its List 





The Brooklyn National Life an- 
nounces its family protection policy, a 
new addition to its diversified line. This 
contract, which is designed to afford a 
aximum of protection at a minimum 
remium, is written on both the 10 and 
0-year plan. An outline of the provi- 
sions of this contract, written on the 
*-year plan, follows: 

Should the policy become a claim 
prior to its 20th anniversary, 20 percent 
tits face will be paid in cash. Monthly 
ncome payments will follow at the 
yearly rate of 15 percent on the balance 
until the 20th anniversary of the pol- 
y, when the entire balance of 80 per- 
‘ent and excess accrued interest will 
% paid in cash. If the insured lives 
alter th e period for special benefits but 
ies before his 75th birthday, the face 
t the policy is paid in cash. Should 
the insu red live to be 75, he receives an 
annunity of six percent for life, pay- 
able monthly, 





Wisconsin National Life 


_ The Wisconsin National Life has 
ay its non-medical policy limits 
“en will be written for $2,500 and 
Women for $1,200. The Wisconsin Na- 
‘onal is now issuing a modified life ex- 
ectancy policy. 


‘family income policy are made public 


New Family Income Policy 
Massachusetts Mutual Announces Form 
Taking Ordinary Life Rate at 
End of Period 





Details of the Massachusetts Mutual's 


this week. It is on the 10 and 20 year 
plans with premiums payable for life, 
reduced to ordinary life rate at end of 
income period. As in the case of other 
family protection policies, it is patterned 
after the one originated by the Conti- 
nental American of Delaware. The 
guaranteed income is 12 percent of the 
face a year. If insured outlives income 
period, rates drop to ordinary life rate 
as of original date of issue, and upon 
his subsequent death the face is payable. 

Special cash and loan values, reduced 
paid up insurance and extended insur- 
ance are shown for the first 10 or 20 
years respectively under the two plans, 
when the values become the same as for 
ordinary life. Change of plan 1s per- 
mitted for any reason such as children 
dying before insured, when income fea- 
ture may be discontinued and contract 
converted to ordinary life at small cost. 
Disability or accidental death benefits 





| the right to commute any income pay- 


| beneficiary the right of commutation if 


may be continued after the change, all 
without medical examination. 
Beneficiary ordinarily does not have 


ment, but ta make the policy more 
flexible the insured is permitted to give 





he considers it advisable, when benefi- 








A TOWER OF STRENGTH 


1929 


New Insurance Paid For..... $ 654,451,000 
Total Insurance in Force..... $2.401,237,000 





Surplus and Contingency 
I do ones in a tm orien 72,807,000 


Total Liabilities ............ 495,390,000 
NE 5 a ene AN eee ee 568,197,000 


Average rate of interest earned 
on invested assets........... 7.02 per cent 


SUN LIFE 
ASSURANCE COMPANY 


of CANADA 











ciary will receive discounted value of 
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MODERN PROTECTION 
In accordance with its progressive plan for up 


to the minute service to policyholders and agents, 
the United Life and Accident Insurance Company 


ANNOUNCES 


a new line of Juvenile policies which will be 
issued from birth to age fourteen on either short 
or long term endowments, including twenty pay- 
ment endowment at age 85. Additional benefits 
are also issued with these contracts which pro- 
vide for waiver of premium in the event of death 
or total and permanent disability of the premium 
payor. 


For complete information write direct........ 
and directly 





EUGENE E. REED, Vice-President 


UNITED LIFE 432.A0GREN" 
United Life Building Concord, New Hampshire 
1 Originators of Life and Accident insurance united in one policy. lf 
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MODERN POLICIES 
Business Building Co-Operation 


Your financial success in the insur- 
ance business depends not alone on 
how hard you work or how many 
prospects you develop. You need 
flexible policies to fit the times, as is- 
sued and serviced by a company in 
fullest sympathy with the agent’s 
problem in the field. 


This company has developed mod- 
ern policies—has worked out proven 
sales helps. By this means it is real- 
izing new production records that spell 
bigger commission checks for its 
agents. If interested, why not write? 


BE A “CO-OPERATOR” and 
PROSPER 















Just Reinsurance 
; That’s All 








OPEL LEE TLE III BEBE LAE LLS STEIGER RFE: 














the $10 per $1,000 monthly income pay- 
ments plus discounted value of the $1,- 
000 payable at end of period. Monthly 
interest dividends will be paid to benefi- 
ciaries. 

Age limits are 20 to 55 inclusive on 
men and women. Maximum amount 
that may be written is $100,000, but in 
no event will this be greater than half 


family income policy being calculated 
at twice the amount of sum insured. On 
the basis of $10 monthly income 


$3.74 per $1,000 when income is to be 
paid for 20 years, to $1.67 per $1,000 
when only one year’s income is to be 
paid, the amount reducing as the end 
of the income period approaches. Rates 
at representative ages are: 

10-Year Plan 

With With 


BO ccvcvcoveses 33.90 35.04 39.05 
eee 41.26 42.82 47.40 
De aecesceceeus 51.60 53.82 59.07 
OP accresicsedn 66.26 69.59 75.65 


20-Year Plan 
With With 


Age Prem. Waiver W. & Inc. 
a sstveeseneee $21.93 mas a0es 
Be accoveasenca Be $24.97 $27.82 
ae seccseenence De 28,36 31.52 
DD seseesoneoas 32.25 33.21 36.75 
DD evsaveenen ae 38.93 40.22 44.23 
et duateuawtogs 48.78 50.64 55.22 
ae -ciseewnkuawe 63.02 65.80 71.05 
ee ico aaa as 83.55 87.85 93.91 





Continental Assurance Form 





Chicago Company Issues Family Income 
Contract Series, Including Clean-up 
Provision 





The Continental Assurance of Chi- 
cago this week brings forth a family 
income contract on the 10- and 20-year 
plans, with provision under two addi- 
tional plans, if desired, for payment of 
a “clean-up” lump sum of 10 percent 
of the face at death of insured in addi- 
tion to stipulated income payments and 
payment of the full face to beneficiary 
at end of income period. The reserves 
on all these policies are computed on 
the net level basis. 

In lieu of payment of the face in one 
sum, the beneficiary may choose one 
of the regular installment options of 
settlement (trust fund, installments for 
limited periods or continuous install- 
ments). These policies will be issued 
with or without disability benefits pro- 
viding waiver of premium or waiver of 
premium and $10 monthly income; also 
with or without double indemnity for 
accidental death. The additional pay- 
able under the double indemnity feature 
will be payable immediately at death. 
Rates at five-year intervals on the 
four forms are: 

Beater. With Lump Sum 


Age 10-Yr. 2 r. 10-Yr. 20-Yr. 
, Se $14.84 $17.65 $15.25 $18.18 
BPs ccvesees 16.56 19.62 16.89 20.20 
.. eee ee 18.79 22.24 19.15 22.89 
35 21.82 25.90 22.24 26.69 
40. .cccccce 35.88 31.08 26.38 32.09 
SB. cveccece 31.74 38.98 32.41 40.40 
— eee 40.54 51.46 41.54 53.61 
_ Eee 53.23 70.34 54.83 73.66 
DPsevsavece 72.22 99.29 74.90 104.35 





Issues Three Child’s Policies 


Capitol Life of Denver Brings Out 
Forms With Flexible Provisions 
Fitting Needs 








The Capitol Life of Denver announces 
three children’s policies, 20-pay endow- 
ment at 85, 20-year endowment and 
child’s educational endowment, cover- 
ing boys and girls from birth to 14 
years inclusive. The endowment at 85 
contains premium deposit refund pro- 
vision and provides for participation 
after it becomes paid up, the same as 
policies issued to adults. The 20-year 
endowment and educational policy also 
contain premium deposit fund provision, 
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under which premium-paying and en- 





the present limits on ordinary life, the | 


monthly dividend payments range from | | 


Age Prem. Waiver W. & Inc. | 
Re $19.82 elle aes 
ase iean ae 22.04 $22.61 $25.46 
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Company Speaker 


































JAMES E. KAVANAGH 





One of the important internation 
figures on the Toronto convention pro- 
gram of the National Life Underwriters 
Association is James E. Kavanagh, vice. 
president Metropolitan Life, who i 
one of the foremost life insurance of 
ficials of this country and also wel 
known both to Canadian and English 
underwriters. In fact, though he i Has 
now one of the ranking officials in th 
largest American life company, his 
earlier experience and first eminence i Twin 
in the business were achieved in Can your f1 
ada, | 

Mr. Kavanagh has been with the Met 
ropolitan Life for 33 years, starting with 600 Fi 
the company as an agent in 1897. Dur 
ing the next five years he received pro 
































| 


motion in the ranks and in 1902 wa 
named manager at Toronto. In 1904 he Three 
became superintendent of agencies 0 Exc 
the great northern territory and is thu 
familiar with the Canadian picture it S 


surancewise. 
Becomes a Vice-President 
Good 


In 1917 Mr. Kavanagh was matt 
fourth vice-president in charge of th 
group division and has directed th 
creation of the greatest group insurance ; 
unit in the world. During the war i — Fi 
was loaned to the National War 5a- 
ings committee and remained as vitt 
chairman until the latter part of 19! 7) jue 
In 1919 he was elected third vice-pres 
dent of the Metropolitan Life and ™ 
1924 second vice-president. As vite 
president in charge of the group div 
sion he supervises the writing of group 
life, group accident and health, grou 
accident death and dismemberment, 
surance and group annuities. As this 's 
the department that has expanded it 
field to England and South America, 
Mr. Kavanagh is truly the internationa 
representative of the world’s greatest 
financial institution. 








dowment periods may be shortened. 

The educational policy matures for 
face at 18. Plans under which tt * 
issued are: (A) Income for four yea 
guaranteed, initial payment $200 Sept 
1, following maturing; $100 Oct. 1, New. 
1, December 1; $200 on each Jan 1, $10 
each Feb. 1, March 1, Apr. 1 and May 
1, and $200 each June 1. Premiums a 
values per $1,000 will be multiple 
by 4.88. 4 

(B) Income for four years gua 
teed, initial payment $100 Sept. ! 4 
lowing maturity, followed by. _— 
amount the first day of each of the ne 
succeeding nine months, Premiums \" 
values per $1,000 will be multiplied »! 
3.75. 

(C) Payment in lump sum oF 
other manner desired, with approv 
company. 

Original beneficiary, the per 
ing application, has full control 0 
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WELCOME 
NEW YORK and 


31" ST. 7“ AVE. 
opposite PENNA. R.R.STATION 


1200 Rooms 
each with 
Bath and 
Servidor 


ERNEST G. KILI 
Gen. Mgr. 
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The New 
NICOLLET HOTEL 


Minneapolis 


Has become the headquar- 
ters for Insurance men of the 
Twin Cities. You will meet 
your friends here. 


600 First Class Rooms at very 
moderate prices. 


Three Restaurants— 
Excellent food— 
Sensible prices— 


Good beds— 
Sleep in comfort 





— Fireproof throughout 
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during minority of child, and may desig- 
nate another beneficiary, but does not 
give up control of policy during minor- 
ity. When child reaches 21, control 
passes to him. Disability clause waiv- 
ing premiums in event of death or total 
disability of original beneficiary, and in- 
creasing all values regularly. For ages 
5 and above all policies become effective 
for the face amount immediately; for 
ages under 5 death benefits are gradu- 
ated. Maximum ultimate amount gener- 
ally is $2,500, but larger amounts are 
considered where justified. 


Detroit Life 


The Detroit Life now is issuing a 
family income contract on the 10 and 
20 year plans. Disability and double 
and triple indemnity clauses may be 
added. This is almost identical with 
the contract originated by the Conti- 
nental American of Delaware, the an- 
nuity feature being temporary but the 
level premium, including that for the 
annuity feature, being payable through- 
out insured’s life. Payments will be in- 
creased by excess interest earned. Rates 
at five-year intervals for $1,000 non-par 
on the two forms are: 





-—10-Year——, —20-Year——, 
Se be 
s «s>c S o> es 
9 =a =¢ - =a =o 
& PE P&S a Be BE 
Age £ $ $s $ $ 
20 5.2 , f 7.9 
ae 
30 
35 
40 
a5 





2 55.90 0 61.37 


Pilot Life 


The Pilot Life has again 





adopted the 
convertible five-year term policy it for- 
merly issued, with the added provision 
that the insured may secure both dis- 
ability and double indemnity benefits. 
The readoption of the five-year term 
contract was made to meet a general 
demand for adequate protection at the 
lowest cost. 





| Accident-Health 
| Field News | 











Names New Vice-Presidents 





President Collins Also Announces Com- 
mittees for Accident & Health 
Managers Association 





J. P. Collins of the National Casualty, 
president of the National Association of 
Accident & Health Managers, has ap- 
pointed two additional regional vice- 
presidents. C. B. Adams, state manager 
of the Business Men’s Assurance, Nash- 
ville, is named for the south central 
states and Douglas Marks, manager of 
the Southern Surety in Kansas City, for 
the western states. 

Mr. Collins has also 
committee appointments. The chairmen 
are: Constitution and by-laws, Fred 
Grainger, Federal Life & Casualty, De- 
troit; credentials, A. C. Baney, Conti- 
nental Casualty, Toledo; educational, H. 
H. Strayer, Central Surety, Kansas City; 
entertainment, R. H. MacKinnon, Mich- 
igan Life, Detroit; grievance committee, 
George W. Kemper, Great American In- 
demnity, San Francisco; public relations, 
Lon C. Jeffrey, Commercial Casualty, Pitts- 
burgh; membership, Fred G. Burgoyne, 
Union Indemnity, New York; nominat- 
ing, George Brown, Continental Casu- 
ualty, Detroit; program committee, 
Donald Drury, Massachusetts Accident, 
Chicago; publicity, R. M. Rowland, Na- 
tional Casualty, Detroit. 


announced his 


Writes Penny-a-Day Policy 


The American Standard of Indianap- 
clis, which was recently licensed on the 





LIFE INSURANCE EDITION 


mutual plan to write life, health and ac- 


cident insurance, is issuing a non-can- 
cellable automobile accident policy tor 
1 cent a day. The principal sum ts 


$1,000 and the monthly benefit $100, It 
covers a person riding in a car or 
being struck by a car while in a 
public highway. A. B. Marker is presi- 
dent, H. L. Goodman and C. A 
Sammons, vice-presidents, and V. L 
Holstein, secretary. 


United Deal Is Approved 


The Illinois department has  ap- 
proved the contract of reinsurance be- 
tween the United of Chicago and the 
Great Northern Casualty of Chicago. 
O. T. Hogan is president; A. D. John- 
son, secretary, and B. H. Manning, for- 
merly the principal factor in the Great 
Northern, is connected with the home 
office. The reinsurance deal gives the 
United an indicated premium income for 
1930 of more than $2,000,000, accord- 
ing to Mr. Johnson. 





Increases Non-Can Premiums 


The Continental Assurance of Chicago 
has ine reased its non-can writings more 





than $100,000 in premiums the first 
seven months this year 
— 


| NEWS OF FRATERNALS | 








Offers Three _ New Policies 


Modern ee Is Extending Its 
Line of Contracts to Provide 
Greater Variety 





The Modern Woodmen of Rock Is- 
land, Ill., is now offering to applicants 
three new policies. The policy issued 
before July 1, 1929, is the ordinary 
whole life. The new forms are the spe- 
cial whole life, 30 year payment life and 
20 year payment life. In the ordinary 
whole life when a member attains 70 
years of age he has the option to sur- 
render the policy and take the cash 
value or he may discontinue the pay- 
ment of premiums and receive a paid 
up certificate. The special whole life 
has a number of benefits in addition to 


those contained in the ordinary whole 
life. The rates are higher. In the 30 
payment life the benefits are the same 


as in the 
non-forfeiture 
20-year payment life the 
the same as in the special 


special whole life except the 
values are higher. In the 
benefits are 
whole life 


and 30-year payment but the non-for- 
feiture values are greater. Term policies 
are issued, those being at age 50, 55, 60 
and 65. 


The monthly rates on the forms are 


as follows for $1,000 insurance: 
Ord Spec 30-Yr. 20-Y1 
Whole Whole Pay- Pay- 
Age Life Life ment ment 
17 $0.75 $0.85 $1.00 $1.25 
20 p &5 95 1.15 1.40 
25 1.00 1.05 1.40 1.65 
30 oes 1.15 1.25 1.65 1.90 
a 1.35 1.50 1.90 2.15 
40 1.65 1.80 2.15 ° 40 
45 2.00 2.30 2.50 2.85 
50.. 2.70 2.590 3.00 3.45 
55 3.45 3.75 3.80 4.20 

Arkansas Fraternal Reinsures 

LITTLE ROCK, ARK., Sept. 4.—The 
A. O. U. W. of Arkansas, the oldest fra- 


ternal society operating in the state, has 
reinsured its business with the National 
Standard Life of Dallas and has 
to exist aS an insurance concern 


ceased 


Ben Hur “Changes Name 


The Supreme Tribe of Ben Hur has 
changed its name to the Ben Hur Life 
Association The chief executive of the 
association will now be known as presi- 
dent, with other officers receiving the 
titles of secretary, treasurer and medi- 
cal director 


Now Loyal Americans 


The Independent Order of Muscovites 
has reorganized and will do a fraternal 
beneficiary business hereafter under the 
name of the Benevolent Order of Loyal 


25 











GO INTO 
BUSINESS 
FOR 
YOURSELF 


Invest that Insurance 
Ability and Experience in 
a General Agency of your 
own. Have the Commis 
sions and Renewals on the 
production of men you ap 
point. Now is the time 
and there is no better place 
than your own home town 
where you are known. 


The PROVIDENT 


LIFE AND ACCIDENT 
INSURANCE COMPANY 


Chattanooga, Tennessee 





PROVIDENT TERRITORY 
IN BLACK BLACK ~ - 





Offers You 
The Opportunity 


LIFE INSURANCE 


Modern 

prices in 
those of 
low cost c 


ACCIDENT AND 
HEALTH 
INSURANCE 
On the Commercial, 
Monthly Premiums 
and Pa y Order 

Plans. 
GROUP LIFE 
and 


GROUP ACCIDENT 
AND HEALTH 


Write 


lars 


Policies at 
line with 
the best 
companies. 


particu 
Money 


today for 
about our 


Making Contracts. 





































BIG OPPORTUNITIES WITH 


GREAT REPUBLIC LIFE 
INSURANCE COMPANY 


of LOS ANGELES, CAL. 


This Company has General Agency openings in Texas, Oklahoma, 
Arkansas, Missouri, Kansas, New Mexico, Arizona and California. 
Liberal first year and renewal commissions, together with exceptional 
line of policies and other attractive inducements offered to capable men 
of high character and records of successful experience who would be 
interested in building a profitable future with a progressive Western 
company. For full information address 


W. H. SAVAGE, Vice-Presi,Jent 


Great Republic Life Building, 756 So. Spring Street 
Los Angeles, California 

















HOME LIFE INSURANCE 
COMPANY 


of New York 
A COMPANY OF OPPORTUNITY 


Ethelbert Ide Low, 
Chairman of the Board 


On Agency matters address 
H. W. Manning, Superintendent of Agencies 
256 Broadway, New York 


James A. Fulton, 
President 














The Rewards of Consistency 


F A BUSINESS MAN takes care of his business, the business takes care of 

him. Life insurance field work is a business, and subject to the principles 
ut general business. Those who achieve in this work are those who give it 
their undivided and full thought and effort. Isn't this merely natural and 
logical ? 

Life insurance field work under satisfying conditions is a career giving 
opportunity for achievement and profit according to ability and undivided 
effort. THe Mutuat Lire Insurance Company oF New York affords such 
conditions to its field workers. Life insurance in all standard forms, annuities, 
disability and double indemnity benefits, prompt and equitable dealings, and 
facilities for serving policyholders in practical ways combine to make its 
agency force successful. 

Earnest-minded men and women of character and ability contemplating a 
career in full-time field work are invited to apply to 


The Mutual Life Insurance Company 


34 Nassau Street of New York New York, N. Y. 
DAVID F. HOUSTON GEORGE K. SARGENT 
President 2nd Vice-President 
and Manager of Agencies 


























IT CONCERNS 
GENERAL 
AGENCIES 


THE NATIONAL UNDERWRITER 











Sioux 
direc- 


Americans, with headquarters at 
City, Ia. The incorporators and 
tors are Allen Lee, Murdo, S. D.; H. J. 
Lenderick, Emerson, Neb.; C. J. Page, 
Carrington, N. D.; H. W. Mathews, Sioux 
City, and Frederick E. Wheeler, Mitchell, 
S. D. 
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New York Campaign Started 





Association Inaugurates Institutional 
Advertising Plan That Is Expected 
to Bring Results 





NEW YORK, Sept. 4.—The cam- 
paign of institutional advertising which 
the Life Insurance Underwriters As- 
sociation of New York is inaugurating 
will open Sept. 8 with advertisements in 
daily papers of New York and vicinity. 
Funds have been raised by voluntary 
contributions of many members, and 
after the campaign is under way it is 
expected practically all will subscribe. 

While the campaign will benefit all 
life men in the metropolitan territory, 
those contributing will receive copies 
of the advertisements well in advance 
of publication dates, with suggestions 
how to make most effective use of 
them. Reprints will be offered mem- 
bers at cost for direct mail use. The 
copy is designed to have universal ap- 
peal rather than being directed to any 
particular type of buyer. 

* * Bd 

Birmingham, Ala.—The question of 
whether life companies should invest in 
stocks will be a topic for a debate by 
Birmingham association. On the affirma- 
tive side will be W. C. James, Sun Life 
manager, and Mose Kahn, a_ stock 
broker. On the negative will be W. I. 
Pittman, John Hancock Mutual Life 
manager, and M. H. Sterne, manager of 
a bond house. 

At the August meeting of the associa- 
tion an address was delivered by Fred 
Carter, general agent American Security 


Life, who has recently been awarded 
the chartered life underwriters’ degree. 
He told of the study and qualifications 


necessary to obtain the degree. 
* * * 

Montgomery, Ala.—The first meeting 
of Montgomery association since the 
middle of the summer will take place 
Sept. 12. It is expected there will be 
further discussion on the proposal to put 
on a radio life insurance campaign. 

* * 

Oklahoma City.—The first 
the season of the Oklahoma 
will be held Sept. 13. New 
be installed. 


meeting of 
association 
officers will 


* ¢ @ 
District of Columbia—The District of 
Columbia association will open its first 
institutional advertising campaign Mon- 
day. The copy will appear in the Wash- 
ington “Herald” over a period of six 
months. The campaign is sponsored by 
members and is meant to arouse greater 
interest among the public in life insur- 
ance and to indicate the desirability of 
doing business with members of the local 
association. 
*x* *x * 


Cedar Rapids, tIa.—Charles J. Rockwell 


September 5 














CALIFORNIA 
a 
Barrett N. Coatss Cant E. Heurvary 





Coates & HERFURTH 
CONSULTING ACTUARIES 


114 Sansome Street 437 So. Hill Street 
SAN FRANCISCO LOS ANGELES 





ILLINOIS 





ee 


ONALD F. CAMPBELL 
CONSULTING 
ACTUARY 


i6e N. La Salle St. 
Telephone State 7298 


CHICAGO, ILL. 








A. GLOVER & CO. 
© Consulting Actuaries 
128 North Wells Street, Chicago 


Life Insurance Accountants 
Statisticians 





INDIANA 


HAIGH, DAVIS & HAIGHT, Ine. 
Consulting Actuaries 
FRANK J. HAIGHT, President 
INDIANAPOLIS 
Omaha, Kansas City 











ARRY C. MARVIN 
Consulting Actuary 
962-904 State Life Building 
INDIANAPOLIS, INDIANA 





MISSOURI 


LEXANDER C. GOOD 


Consulting Actuary 
807 Paul Brown Building 
St. Louis, Missouri 





and 
800 Securities Building 
Kansas City, Missouri 





NEW YORK 





M iles M. Dawson & Son 


CONSULTING 
ACTUARIES 


88 W. 44th St. New York City 








CODWARD, FONDIL- 
LER and RYAN 
Consulting Actunstne 


Insurance Accountants 
Richard Fondiller, Harwood &. Ryn, 
Jonathan G. Sharp 





Tall Corn Grow in Iowa 


That men as weil as corn grow 
tall in Iowa was rather conclu- 
sively demonstrated recently, 
when members of the Bankers 
Life of Iowa Cedar Rapids agency 
staged their annual picnic. Some- 
one brought to the affair an arm- 
ful of the famous “tall corn” 
stalks for which Iowa is noted. 
From the ranks of the agency 13 
men. each six feet or over in 
height, stepped forth and, with 
cornstalk in hand assembled be- 
fore a camera to provide photo- 
graphic evidence that the “tall 
corn” state may well be called 
the “tall men” state. 





of the Rockwell School of Life Insur- 
ance, will appear on the program of the 75 Fulton Street 
Cedar Rapids association Sept. 12. New York 
OKLAHOMA 
Tall Agents as Well as 
J. McCOMB 











e COUNSELOR AT LAW 
CONSULTING ACTUARY 


Premiums, Reserves, Surrender 
Values, etc., Calculated. Valuations 
and Examinations Made. Policies 


and all Life Insurance Forms Pre- 
red. The Law of Insurance * 











OKLAHOMA CITY 
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THE INVESTMEN 


T TRUST 
SERVICE OF LIFE INSURANCE 


—By Albert G. Borden..... Price $1.50 


in 


—— and graphs. 


Shows the various ways that life insurance eam Sey 


Inclu 


the administration of an estate The National 


Order from 


ACTUARIES| 





inderwriter, A1946 Insurance Exchange. 
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hartered Life Underwriter Examination 
Questions Given Last June Answered 
by American College Faculty Members 


PART II—LIFE INSURANCE 
SALESMANSHIP 


(Continued from last week) 


Psychology of Life Insurance 
Salesmanship 


QUESTION 1 


ee the B ng which impel 
purchase of life insurance, explain- 
each sufficiently to make its sig- 
e clear. 
ANSWER 

There is considerable confusion and 
agreement as to what an instinct is. 
wt holds that instincts are rather few 
dconsist of muscular reflexes and cer- 
in reactions that imply consciousness 
d involve emotions. Generally, in- 
ints are classified rather loosely and 
tir names are legion. 

By appealing to an instinct we arouse 
emotion and it is usually this emo- 
om that impells the individual to act 
2 particular way. The appeal may 
made in a variety of ways and every- 
ing in the environment (place, time, 
tonality, appearance, etc.) plays its 
prt. 


Instincts Impel Purchase 


The following are frequently classi- 
ed as instincts impelling the purchase 
life insurance although it must be 
mitted that the classification is some- 
hat loose. 
(1) The sex instinct; man’s love for 
is Wile makes him want to provide that 
ie will not suffer want. (2) The par- 
ital instinct; his love for children (as 
bove), (3) Desire for approval; he 
ants his neighbors to think that he did 
¢ tight thing. (4) Desire for leader- 
hip; the man who likes to be at the 
P sometimes buys for this reason. 
5) The acquisitive instinct; some men 
alize that life insurance is the best 
’y to accumulate a large estate. 
6) The constructive instinct; some 
en like to buy when a program or 
finite plan is laid out for them. (7) 
he fear instinct; some men buy be- 
use they are apprehensive that early 
eth awaits them. (8) The play ten- 
“ity; some men buy endowment in- 
"> so that later they may travel. 
he gregarious instinct; some men 
Il buy because everyone else is do- 


QUESTION 2 
Justify the “appeal to reason” in 
lling of life insurance. 
ANSWER 


the 


‘The appeal to reason” 


usually will 
t alone sel ll life insurance. 


How ever, 


SF goed, s necessary and hence jus- 
especially at the start of a presen- 

t ar Some reasons: 

‘ ) It adapts the selling strategy to 

, Man. He feels very judicial; that 

A ma good judge; that he is not sold, 

‘ Ouys. It flatters what he feels to 


e J actual purchasing methods. He 
-— ? buys with his emotions or 
8s, but wouldn’t know it or admit 


raked wey. He wants his reason ap- 


(B) Such an a 


Mderstanding of life peal helps spread 


insurance and so 





is good. Some fact-explanations will 
usually come up which help exhibit the 
realities of life insurance so that the 
prospect knows more about it. 

(C) Helps the policy in force be- 
cause the insured’s mind will keep tra- 
veling back to the reason side of the 
sale, when you are no longer there to 
appeal to the imagination or the emo- 
tions. 

(D) Gets him in better shape to with- 
stand criticism of his action since it 
furnishes him with “reasons.’ 

(E) Helps to determine accurately the 
existence, or not, of the necessary basic 
facts that ought to underlie the pur- 
chase; namely, mood and ability to pay. 


QUESTION 3 


Discuss the peculiar psychological 
reasons that make it much more difficult 
to sell life insurance than almost any- 
thing else. 

ANSWER 

Life insurance is harder to sell than 
most other things because: 

(1) An appeal to reason must usually 
precede an appeal to the emotions. The 
average man hates to think. It is his 
hardest and most disagreeable task. If 
we can not get people to think, we 
can not usually sell them life insurance. 
On the other hand, automobiles, radios, 
etc., may be sold almost entirely on the 
emotional appeal. 

(2) It does not have the strong social 
appeal, the appeal to one’s desire to 
appear well among his neighbors, that 
many other things have. If a man buys 
an automobile or a radio or lives in a 
fine house, he has a tangible evidence 
of prosperity that everyone who knows 
him may see. If the same man buys 
$50,000 of life insurance, he will not 
appear one bit more prosperous to his 
neighbors and in fact may appear less 











prosperous through foregoing some pur- 
chase he would otherwise make. 

(3) It is not tangible and therefore 
is harder to visualize. One winter's 
night a few years ago I called on a 
confectionery store proprietor to induce 
him to convert a term policy. I had 
been talking to him about 15 minutes 
when in came two young men to deliver 
a radio on approval. Disregarding me, 
they set it up, turned it on and turned 
from station to station, fully aware that 
they had the center of the stage. How 
could a discourse on life insurance com- 


pete with something which could be 
seen and heard and felt? I had to wait 
over an hour until some fortuitous 


S. O. S. cut off their reception before I 
could proceed to effect the conversion 
of my prospect’s policy. 

(4) Even reasoning people are prone 
to buy what they want rather than 
what they need and afterwards use their 
reasoning powers to “rationalize” their 
behavior. 

(5) People are inherently optimistic. 


QUESTION 4 


Life insurance is less advertised than 
many other commodities: e. g., tobacco. 
How may more extensive advertising be 
justified from a psychological stand- 
point? Explain in detail. 


ANSWER 


The advertising of larger companies 
such as automobile, tobacco and radio 
companies, suggests a plan very much 
needed in life insurance. The “ads” of 
these companies are always designed to 
secure attention, create interest and 
stimulate desire. In other words they 
compel people to act due to the de- 
sire it has created in them for the prod- 
uct. And this is done, not by explain- 
ing in minute detail the manner of 
manufacturing the steel, the putting to- 
gether of the various parts of the mech- 
anism, etc., but by picturing a man and 
his family riding along in a car while 
the house he is riding by shows an- 
other man’s envious wife and children 
looking on from behind a fence. 

As they see this picture, just imagine 
what runs through the minds of many 





Life Insurance Payments Impress Newspapers 





The “Clarion Ledger” of Jackson, 
Miss., was especially impressed with the 
way the life insurance money returns 


to the people and with the fact that the 
south is getting its share after a perusal 
of the 1930 Life Payments Localized 
Number of THe NATIONAL UNDERWRITER. 
“Like rent,” it said in an editorial, “it is easy 
to look upon life insurance premiums as a 
matter of all going out and nothing coming 
in, but a close study of the figures will 
reveal the fact that a constant stream 
of money is coming back into the fami- 


lies from which it was garnered in 
monthly, semi-annual or annual pay- 
ments in the past. After referring to 


the amount paid back in 1929 it con- 
tinues its discussion of the subject by 
saying: 

“This means that because of life in- 
surance hundreds of thousands of Amer- 
ican homes have been able to continue 
to operate in a normal way, after the 
bread winner had passed to the great 
beyond, 

“This means that thousands of suc- 
cessful business enterprises were saved 
from bankruptcy courts during reor- 





ganization made necessary by the pass- 
ing away of the executive in charge. 

“But you say, all this money went 
to the rich states of the north, the east 
and the west; that this money was paid 
to the large cities like New York, Phila- 
delphia, and Chicago. 

“It is true that much of the money 
went there, for those sections grasped 
the importance of life insurance many 
years ago, while the south is just now 
fully comprehending what it means to 
the family and to business. 

3ut all of it did not go there—not 
Miss., 


by any means. Jackson, your 
own home city, got practically a half 
million dollars during the year 1929. 
Meridian came next with $352,000, with 
many other cities receiving very large 
sums.” The figures for all the cities 
in Mississippi are then quoted from 
the Life Payments Number. 

The Morning Record of Troy, N. Y.. 
in reviewing life insurance returns to 
policyholders said: “It might be con- 


sidered by practically ever” Community 
as a local industry for its beneficiaries 
are not limited to localities.” 














Facts, Figures 
a and a 


Inspirations 











Approximately 60 percent of life in- 
surance in force in this country is held 
by persons with incomes of less than 
$5,000 annually. 

** * 

Dead men tell no tales and some- 
times live men don’t tell theirs well 
enough.—The Little Thinker. 

= 

The big problem of every agent, re- 
gardless of residence, is to grow from 
where he stands through the intense cul- 
tivation of his present policyholders.— 
John Hancock Signature. 

se 8 


To sell is first to be sold.—Cid. 


fathers and husbands. Their families 
are not going to sit by and see others 
having a good time; they are going to 
get a car right away. It has aroused 
in them all the necessary instincts of 
fight, love, gregariousness, etc., which in 
turn make them act. 

It must be remembered that the im- 
pression made on one’s mind through 
the eye is exceedingly effective. Adver- 
tising depicting various phases to which 
life insurance proceeds could be put to 
use, and in a manner to stir the indi- 
vidual to act is not only desirable but 
necessary. For example, an individual 
who is philanthropically inclined could 
have brought to his mind through ad- 
vertising what has been done in some 
cases by means of life insurance pro- 
ceeds for some charitable organization 
and thus cause him to act. 


Lean Too Much on Logic 


We lean too much on the hope of in- 
fluencing individuals through argument 
and sound logical reasons. I believe 
that advertising of a nature used by 
tobacco companies as showing one sit- 
ting in an easy chair, reading and ap- 
parently very happy in smoking that 
pipe containing “so and so” tobacco 
should be the principle by which we 
should guide ourselves. 

An “ad” of an insurance company 
could show in figures that so many dol- 
lars for so many years would give one 
$25,000 at age 60. Very well indeed, 
practical, necessary and in some cases 
purchased for only that reason but how 
much better if the ad ran as follows: 
pictures showing what a man could do 
with the $25,000 at age 60—go fishing, 
play golf and go to his club—in other 
words, not show him $25,000, but what, 
it will do for him. In this way we: 
will come closer to bringing life insur- 
ance in the category of real, tangible: 
and enjoyable commodities. 

Although life insurance advertising of 
itself would probably not impel many: 
people to buy without personal solici- 
tation, it should, nevertheless, acquaint 
the public with its benefits, thus tend- 
ing to break down, sales resistance, re- 


sulting ultimately in its wider distri- 
bution with the attendant sovial bene- 
fits, 


QUESTION 5S (a) 


Enumerate five habits which will 
hamper a life underwriter in his profes. 
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sion and which he should endeavor to 
overcome. 








ANSWER 


(1) The habit of indolence. A life 
insurance man is master of his own 
time. He does not have to punch a 
time clock at 8:30 a. m. or remain in 
his office until 5 p. m. The result is 
that he may arrive at 9:30 and leave for 
the day at 4:30. He frequently does 
not realize the degree to which he is 
cheating himself. 

(2) The habit of talking too much. 
One underwriter points out that the 
more the prospect talks and the less 
the underwriter talks, the more success- 
ful is the interview. 

(3) The habit of slovenliness in speech 
or appearance, 

(4) The habit of doing some little 
thing which distracts the prospect’s at- 
tention and annoys him, e. g., adjusting 
one’s glasses constantly, tapping with 
a pencil, etc. Frequently hackneyed 
phrases are used over and over again, 
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such as “in other words” or “I see.” 

(5) The habit of talking technicalities. 
Few things bore a prospect so much 
as to have to listen to a recital about 
cash values, dividends, etc. 


QUESTION 5 (b) 


Enumerate five other habits which 
will aid a life underwriter and which in 
your judgment should be acquired. 


ANSWER 


(1) The habit of the “you” attitude. 
The more times the word “you” is used 
in an interview and the fewer times 
the word “I” is used, the more success- 
ful the interview, other things being 
equal. (2) The habit of study and 
preparation, not only general study, but 
preparation for each specific case. One 
underwriter is in the habit of spending 
one hour in preparation for every five 
minutes in the presence of the pros- 
pect. The habit of reading an average 
of one-half hour to an hour a day on 
life insurance subjects is also a good 
one. 

(3) The habit of recreation. This is 
one of my weak spots. If I could per- 
suade myself to play golf one day a 
week, I would be more effective the 
other five, be more relaxed and under- 
standing in my relations with my pros- 
pects and enjoy better health. (4) The 
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habit of regular hours. Get up at the 
same time, start work at the same time 
and retire at the same time every day. 
Eat at regular hours. (5) The habit of 
smiling easily. There is nothing so dis- 
arming as a smile, nothing that opens 
more doors and hearts. It relaxes both 
the underwriter and the prospect. (6) 
Also might be mentioned habits of in- 
dustry, of getting the prospect to talk, 
of dressing well and speaking well. 


GENERAL EDUCATION 
Examination A 
(Owing to the fact that in 1929 a 
material change was made in the sug- 
gested reading list pertaining to Part 
III, a candidate was given the privilege 
of choosing whether he preferred to be 
examined on the old basis or on the new. 
If he preferred the former, examination 
A was taken, and if the latter, examina- 
tion B. The questions and answers to 
both examinations follow.) 
(A) ENGLISH 
Question 1 


Select either of the following subjects 
and write an article 400 or 500 words 
in length which we will assume is for 
publication in the house organ of the 
insurance company you represent. It 
will be graded on the basis of gram- 
mar, spelling, punctuation, paragraph- 
ing, and other factors essential to the 
writing of good English. 

1. The future for an educated man in 
the life insurance profession. 

2. Ethical standards which should 
govern the activities of a life under- 
writer. 

Answer No. 1 


The life insurance profession offers an 
excellent future for the educated man. 
It was not so many years ago that the 
life underwriter had no particular train- 
ing—nor did he need any. He was 
given a notebook, a specimen policy, 
some applications, a more or less hearty 
“God bless you,” and told to go out and 
look for business. The public did not 
know much about life insurance, nor 
did it care much, Life was less com- 
plex; wages were lower; the need for 
life insurance was not so apparent; buy- 
ing power was limited. 

Today different conditions face the 
underwriter. We move at a faster pace; 
we lead busier lives. The public de- 
mands life insurance services undreamed 
of in the earlier days. The educated 
man can perform the services demanded. 
His broader background enables him to 
arrive at a thorough understanding of 
the problems of his clients and to sub- 
mit adequate and satisfying solutions. 

. ¢ * 


Here is a great industrial enterprise, 
employing thousands of workmen. It 
has developed a research laboratory 
where skilled technicians are constantly 
seeking to develop new processes. It 
has an intricate system of distribution. 
Its production, sales, transportation and 
advertising departments are headed by 
able executives, responsible directly to 
the general manager, the key man of 
the corporation. 

The corporation realizes the heavy 
losses that would follow the death of 
any one of the executives. It desires 
to place insurance on the life of each 
man to reimburse itself for the loss 
that is some day sure to come, Who 
can best discuss the problem with the 
general manager or with the board of 
directors—the educated or the unedu- 
cated man? The life insurance profes- 
sion offers a bright future for the man 
whose training enables him to meet 
business leaders on the ground of a 
common understanding. 

And here again is a smaller corpora- 
tion, dependent wholly on the energies 
and abilities of its three owners. En- 
tirely different insurance problems face 
these men and again it is the educated 
man who can help solve them. 


* * * 


The training of the educated man en- 
ables him to consult with his clients 
just as does the attorney or the physi- 
cian. He is competent to advise as to 











structure and disposition of estates, 





financial plans for retirement 
for dependents, for education of 
dren. He can give advice as to esta 
and inheritance taxes and the beg 
to meet them and avoid unneces 
duplication of taxes and expense, 
uneducated man cannot cope with th 
situations—he must educate himself, 
remain under a distinct handicap, 

And finally, we cannot believe 
life insurance will remain in statys q 
Constant progress, constant advanes 
will be made. A steadily improyi 
service to clients will mark the ye 
to come. 

It is the educated man who cany 
will forge ahead with the steady 
of the services he has to render. 


No. 2 

















, 


Answer ws. LAS 


A life underwriter is concerned yy 
the fulfillment of those obligatig 
which a man regards as most sacr 
Therefore the ethical standards whis 
govern the underwriter should be y 
high. 7 

The underwriter cannot be held » 
sponsible for the measure in which, 
prospect may determine to meet }; 
family obligations, but the underwriy 
has put himself in a position where i 
assumes responsibility for the knoy! 
edge of his prospect as to how his o 
ligations may be discharged. Ap 
denial of this responsibility by the unde 
writer may throw a burden of suff 
ing and sorrow upon young and inn 
cent shoulders, and it is therefore ; 
the voiceless wives and children th 
the underwriter is answerable. If ¢ 
underwriter will regard himself as ti 
representative of the wives and chi 
dren his ethical conduct will be aboy 


reproach. 


* * * 


In that common case where a pro 
pect is inclined by his more selfish 
ture to be interested in a relatively shor 
term endowment which will mature ¢ 
his own advantage, but where the tots 
insurance is far from adequate, the eth: 
cal underwriter is not justified in taking 
an endowment application merely be 
cause it is easily obtainable. His firs 
duty is to direct the attention of th 
prospect to the fact that the same nu- 
ber of premium dollars will provite 
triple protection for the family on a 
ordinary life plan. The increased pre 
tection, it is true, is purchased by th 
sacrifice of cash values which the is 
sured would enjoy under the endow 
ment plan, and it may be that the pro: 
pect is unwilling to make that sacrifice 
The duty of the underwriter then is t 
accept the endowment application. 

The foregoing paragraph _ illustrate 
what may be regarded as the fund: 
mental rule of underwriting ethics. It 
might be stated thus: “The underwriter 
as representative of the beneficiaries 
should not approve a course which & 
inconsistent with the interests of thos 
beneficiaries, but if he is unable to pre 
tect their full interests he should tt 
member that half a loaf is better tha 
none, and on behalf of his clients kt 
should take what he can get when It 
cannot get what he wants.” 

SS” SS 


A large portion of underwriting 
ethics is enforceable by law, but eve! 
in absence of statutes, such things # 
twisting, rebating, misrepresentatio 
and unfair competition can have 2 
place in the conduct of an ethical under 
writer. Overloading the prospect is t 
be guarded against, as are other prac 
tices which might be dictated by th 
selfishness of the underwriter. 

The underwriter is the frie: 
councillor of the prospect, the represet- 
tative of the beneficiaries, and a we 
qualified practitioner of a noble proit* 
sion. His ethical conduct is that dit: 
tated by this relation into which he has 
placed himself voluntarily. But the ker 
nel of it all lies in a paraphrase of the 
words Shakespeare put into the mout! 
of one of his characters: “To the benet- 
ciaries be true and it must follow as tht 
night the day thou canst not then be 
false to yourself or your prospects. 

(Further answers to C. L. U. question 
will be printed next week.) 
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